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Show Attendance Very Satisfactory 
In Spite of Day of Inclement Weather 


B. 0. P to Allow 
Some Dealers to 


Add Other Lines 


7 York, N. Y. 
—R. H. Grant, talking before 
1,500 "Buick Olds, Pontiac 
dealers, regional men 
General Motors officials at 
the Commodore Hotel lunch- 
eon today, said that where B. 


Jan. 9. | 


and | 


HOTEL LOBBY EXHIBITS 
DRAW LARGE SUNDAY 


| 
CROWDS; SEVERAL GAIN 


New York, Jan. 9.—With the main 


show at the Palace closed on Sun- 


day, public interest was directed to | 


| the various lobby displays in the 
| hotels. A tour of the principal ex- 
hibits revealed that attendance, 
most cases, was as good as last year, 
and, in a few, even greater. 

The Genera! Moiors display in the 
Waldorf Astoria drew more people 


/on Sunday this year by a substan- 
tial margin than on Sunday of last | 


O. P. was unable to effect a’ 
combination of dealerships in| 


order to protect the dealer in 
his price class, he would 
rather see the dealer take on 
a competitive line than have 
that dealer’s resources rapidly 
depleted. 

It has been the policy of B. O. P. 
to form combinations only where it 


was shown that 
one line could not 


This is the first 
time in the history 





of the General 
Motors organiza- 
tion that dealers 
have been permit- 
ted to take on 
competitive lines, 
but Mr. Grant 


feels that B. O, P. 
dealers will come 
out of the depression in such good 
shape that the compctitive lines wil] 
constitute temporary lines, and will 
be relinquished because another 


R. H. Grant 


(Continued on Page 21) 


DODGE ADDS TRUCK 
LINES BASED $450 


New York, 
Corporation at the Automobile Show 
is exhibiting a series of three new 
six cylinder 70 bh. p. commercial cars. 
They are the first of their type to be 
equipped with Floating Power engine 
mountings and many other advanced 
chassis details. 

Models include Dodg 


the new 


(Continued on Page 24) 


NASH DIRECTORS 
DECLARE DIVIDEND 


New York, Jan. 9.—Directors of 
Nash Motor Company at their meet- 
ing here today declared the reg- 
ular quarterly dividend of 25 cents 


support the dealer. 


Jan. 9.—Dodge Brothers | 


(Continued on Page 2) 


INDIANA TRUCK OUTPUT 
STARTED IN CLEVELAND 


Cleveland, o., Jan. 9.—Removal of | 


the Indiana Motors Corporation 
from Marion, Ind,, to Cleveland, O., 
is practically completed, and assem- 


| bly of the Indiana truck in its new 


home is now under way, A. G. Bean, 
president of the White Motor Com- 
pany, announced today. 
“Concentration at the White Mo- 
tor Company plant of Pierce-Arrow 


and Indiana truck lines has 
progressed to such a poilnt that 
we are now in production on these 
two lines. and are adequately pre- 


pared to taek advantage of anv bet- 
terment in business conditions,” Mr 
Bean said. 

Pierce-Arrow and Indiana truck 


companies were moved to the Cleve- 
land plant of the White Motor Com- 
pany to consolidate the manufac- 
turing. engineering and sales de- 


(Continued on Page 26) 


ROCKNE ANNOUNCES 
PANEL DELIVERY CAR 


9.—Rockne 
entered 


Mo- 
the 


New York, Jan. 
tors Corporation has 


low-priced commercial car field with 


|a panel delivery car, which is being 
displayed at the New York show. 
The new car is mounted on the 


(Continued on Page 21) 


WHERE TO GET A. D. N. 
DURING THE SHOW 


Show issues to trade visit- 
in New York are free 
and may be obtained from 
your hotel newsstand, in the 
press room at the show, or 
at your own booth or dealer 
meeting. 
Telephne your 


ors 


news to 


Editorial Department, CA- 
nal 6-1010 or LOLL, 350 Hud- 











Critical Squints 
at New Offerings 


By HERBERT CHASE 
Consulting Engineer. New York 
A critical examination of the new 
cars now on exhibit at the Grand 
Central Palace under conditions 
such that they are readily compared 
.. reveals many dif- 

$s ferences and re- 





sscape a casual ob- 
server. A few of 
these noted by the 
writer, more or 
less at random, 
are recorded here. 

A new note in 
bumper design has 
been = struck 
the Cadillac cars 
which is likely to 





Herbert Chase 


= tinements likely to | 


[NASH EXHIBITS NEW 





CHRYSLER SHOW RALLY 


in | 


be followed with variations by 
other makers. The sixteen-cylinder 
job has what might be called| 
a four-leaf bumper, each leaf be- 
ing a stamping laid horizontally, 
and separated from other leaves | 
by spacers an inch or. more 
‘in thickness. The edges of these 
leaves are turned dow. so that 
when viewed from the front they 
appear to be quite thics, although 


(Continued on 6) 


N.S. P. A. WOULD CURB 
FACTORY WAREHOUSE 


Detroit, Jan, 9.—Recommendations 
regarding warehouse operation, tak- 
ing into consideration the problems 
of both the manufacturer and the 
wholesaler, have been recently de- 
veloped by the warehousing commit- 
tee of the National Standard Parts 
Association and bulletined to the as- 
sociation's entire membership. 

The N.S. P. A. warehousing com- 


Page 


| mittee is comprised of manufactur- 
|}ers and wholesalers equally divided 


as to numbers. 


The jointly approved recommen- 


' dations, prepared in the form of a 


(Contnued on Page 4) 


FRANKLIN LOWERS 


NEW AIRMAN PRICES 


New York, Jan. 9.—Following wil 
announcement of the Franklin | 
Olympic two months ago at $1,385, 
the first time Franklin ever at- | 


_ tempted to enter the medium price | 


|field, the Syracuse manufacturer 


| now announces new low prices on | 


the new Airman, now being shown || 


for the first time at the New York | 


| for 


| are located. 


| 


| ing of the New York show, the Nash 


Willys Reports 
17 Sales Saturday 


ing of th ‘NO DEFINITE CHECK ON 
dition to its line of a new eight, to| GENERAL FEELING IS 
AVAILABLE 


be known as the Standard Eight, 
and of a revised and enlarged six- | 
cylinder model, called the Big Six. | 
The eight is priced at $845 for the 
four-door sedan, only $5 more than 
the former six-cylinder model, now 
discontinued. 

Both of these new models have a 
116-inch wheelbese. _ Except for the 


EIGHT SEDAN AT $845, 
ENLARGED “BIG SIX” 


New York, Jan. 9.—With the open- 


New York, Jan 9.—In spite 
of inclement weather, attend- 
ance at the automobile show 
held up very well. At the hour 
for going to press officials at 
the Palace made the state- 
ment that the Monday crowd 
had been above the average 
for the first weekday of these 
exhibitions, though it had not 
made a new record. 


DEALER MEETING PEAK : 


York, Jan. 9.—The largest | News were inclined to believe that 
the afternoon crowd was larger than 


(Cc ontinued on 1 Page 26) 


New 
dealer meeting ever held in New| 


York took place that of last year. 
tonight when In some booths sales were report- 


more than 3,000 ed far ahead of anything the 1932 
Chrysler Motors’ show had brought forth. On Sat- 
dealers handling urday Willvys-Overland sold seven- 


Plymouth, DeSoto, 
Dodge and Chrys- 
ler automobiles in 
the eastern part 


(Continued on Page 21) 


G. M. DECEMBER SALES 





PA Siocevweve'swess IN U.S, UP 7,212 OVER 


* Chrysler and his 
=. 2 

principal execu- 

tives at the 7ist Regiment Armpry. 


NOV.; 510,060 FOR YEAR 


Chrysler 


Dinner and an elaborate enter- New York, Jan. 9.—December sales 
tainment featured the event, which of General Motors cars to consumers 
was Strictly non-business in char- 


in the United States totaled 19,992, 


oo De a a reas! as against 12,780 in November, and 

Walter P. Chrysler addressed the | 53,588 in December a year ago. 
assembled dealers and in his talk December sales of General Motors 
welcomed them in the name of 


cars to dealers in the United States 
Chrysler Motors and thanked them 


the exceptionally fine showing | 
in all lines during the year 


(Continued on Page 21) 


N. A. D. A. DISCUSSES 
| DEALER PROBLEMS 


| 
| 


made 
1932. 


Tonight's banquet represents the 


(Continued on Page 8) 





? ; a 

™ New York, Jan. 9.—The tenth 

Who $ Who-Why Where | Annual Eastern District Convention 
= of the National Automobile Dealers 

HE most complete and | Association met today at the call of 

| ° “ P : | president, Floris Naglefoot, 
authentic list of men in | president of the organization. Ap- 

the trade and where they | proximately one hundred and eighty 
Names, titles, |members were present at the dis- 

not only of exhibitors, but 


non-exhibitors visiting New 





(Continued on Page 24) 


Moree mony | ESSEX COMMERCIAL 
or . tee ' oe. LINE PRICED $930, UP 


room at the Palace, or di- 
rect from Automotive Daily 
News, 350 Hudson St., New 
York city. Canal 6-1001, 


New York, Jan. 9.—The Hudson 
| Motor Car Company announces the 
addition of a new line on Essex com- 
mercial cars mounted on the Terra- 











a share on the capital stock of the || con St. | show. 6-1008, 6-1010, 6-1011. | plane six chassis, This line includes 
(Continued on Page 21) (Continued on Page 26) (Continued on Page 21) 
FOR SHOW Automotive Daily News offices: Editorial and Advertising, 350 Hudson Street. 
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NEW YORK SHOW EVENTS 


TUESDAY, JANUARY 10 


10.00 a. m.—A. A. A. directors’ meeting.........6...-s..00: New Yorker 


10.00 a. m.—Export managers’ meeting 
12.00 noon.—Willys-Overland dealer luncheon 


N. A. C. C. offices 


ee ee ee 


eee eee eneeae 


12.30 p. m—Auburn dealer luncheon..........-..++eeeeees Commodore 
12.30 p. m.—Reo dealer luncheon......... 0600.065000505060s 65 cue 
12.30 p. m—Marmon dealer luncheon.............- +eeee+- Commodore 


6.30 p. m.—National Automobile Chamber of Commerce ban- 


quet 


Commodore 


WEDNESDAY, JANUARY 11 


writ Waldorf-Astoria 


Hotel Commodore 
N. A. C. C, offices 


....Hotel Commodore 
Picadilly 


10.00 a. m.—N. A. C. C. directors’ meeting 

12.30 p. m.—Cadillac dealer lunchcon.. 

12.30 p. m.—Marmon deaier lunchcon...... 

1.00 p. m.—N. A. C. C. directors’ luncheon 

6.30 p. m.—Metropolitan S. A. E annual dinner....Hotel Pennsylvania 

THURSDAY, JANUARY 12 
12.30 p. m.—Marmon dealer luncheon ......... 
12.30 p. m.—Overseas Automotive Club luncheon. 
FRIDAY, JANUARY 13 

12.30 p. m.—Marmon dealer iuncheen .........++...- 


Hotel Commodore 





CHICAGO S. A. E. PLANS 
BIG MEETING DURING 
SHOW; STOUT T0 SPEAK 


Chicago, Jan. 9.—Plans for an 
elaborate meeting of the Chicago 
section of the Society of Automotive 
Engineers during the national auto- 
mobile show here were made known 
today by Curtis C, Stewart, chair- 
man of the papers and meetings 
committee. The session will be pre- 
ceded by a dinner and will be held 
at the Congress Hotel on the eve- 
ning of January 31. More than 250 
are expected to attend, including en- 
gineers from companies that will ex- 
hibit at the Coliseum show. 

William B. Stout has accepted the 
invitation to deliver the principal 
address. Head of the Stout Labora- 
tories in Detroit, he is a veteran 
automotive engineer and one of the 
best known in the industry. 

Frederick K. Glynn, automotive 
engineer of the American Telephone 
and Telegraph Company, will offici- 
ate as toastmaster. Norman G. 
Shidle of the Chilton Class Journal 
Company will review the 1933 car 
models from the layman's viewpoint, 

Among the industry’s leaders at 
the speakers’ table wiil be Alfred 
Reeves, vice-president and general 
manager of the National Automobile 
Chamber of Commerce, and John A. 
C. Warner, general manager of the 
Society of Automotive Engineers. 
Leonard V. Newton, chairman of the 
Chicago section, will preside and in- 
troduce Mr. Glynn as toastmaster. 


NAMED ‘PARTS MART’ 


New York, Jan. 9.—A+ a meeting 
Saturday at the Commodore Hotel 
the committee on plans for the 
Eastern Automotive Parts 
minal adopted “The Parts Mart” as 
a name. Ralph CC. C. Regnon re- 
tains the chairmanship. 


Ter- | 


| 
| 





lish a clearing house to assist deal- 
ers to dispose of parts for older 
models, A new merchandising plan 
involves a new type order table, de- 
signed by the New York Telephone 
Company and direct hook-up by 
teletypes to all sources of supply. 

A centralized warehouse system of 
distribution to the entire Eastern 
territory is being completed. 


HOTEL LOBBY EXHIBITS 
DRAW LARGE SUNDAY 
CROWDS; SEVERAL GAIN 


(Continued from Page 1) 


year, despite the fact that the show 
opened on a Sunday in 1932, rather 
than on Saturday, as was the case 
this year. Incidentally, General 
Motors checkers tabulated more vis- 
itors on Saturday than on any day 
of the entire 1932 show. 

At the Commodore, the various 
displays by Auburn, Willys, Marmon 
and Duesenberg, as well as by the 
Lycoming and other parts makers, 
were exceptionally well patronized. 
No comparative figures were avail- 
able officially, but this observer is 
certain that the number compares 
very favorably with previous years. 

At the Roosevet, the Packard ex- 
hibit was well attended. In addi- 
tion to the interest shown in the 
cars, there was much attention di- 


rected to the display of the various | 
types of Packard motors, including | 


aerial and marine, and also the as- 
sortment of machines for precision 


| testing on display in a large room 


off the lobby. 


| COMMERCIAL HWY. TRAFFIC 


AUTOMOTIVE TERMINAL 


SURVEY REPORT CONSIDERED 


New York, Jan. 9.—The Joint Com- | 
and Highway | 


mittee of Railway 


Commodore th 


CAR INDUSTRY HEADS 
PRAISED BY DR. KLEIN 
_ FOR ‘RESOLUTE MOOD’ 


| Washington, Jan. 9.—Aside from 
e new 1933 models, stocks of mo- 
tor vehicles in the hands of dealers 
are probably the lowest in recent 
automotive history, Dr. Julius Kicin, 
assistant secretary of commerce, 
said in a radio adcress, in which he 
discussed the outlook for the year 
|}in the car industry. 

He made reference to the opening 
of the automobile show in New York 
and said that the exhibits there had 
shown that this great industry “is 
resolutely carrying on despite con- 
ditions that may be commonly in- 
terpreted as depressing.” 

“The motor car and accessory 
peopk,” he added, “are evidencing 
determination, gallantry, sane self- 
reliance. They are moved by a 
spirit of reasoning confidence; are 
/not only standing by their guns, but 
advancing; are proceeding to give 
our public better cars at lower 
prices. Their mood commands ad- 
miration.” 

Saying that adjustments had been 
made by the industry to meet pres- 
ent economic conditions, Dr. Klein 
predicted that, “with a reasonable 
improvement in business, most au- 
tomobile factories would find them- 
selves on the black side of the 
ledger.” 

“There certainly exists in this 
country an enormous ‘back-log of 
demand’ for motor vehicles,” he 
said. “Ten million out of the 25,- 
000,000 cars in use in the United 
States are at least five years old, 
many of the much older vehicles 
that have actually worn out and 
have sputtered their last sputter, 
are now going to the junk pile at a 
rate greater than that at which new 
cars are being produced. Along al- 
most every roadside, you can see 
eloquent evidence of this. 

“This whole situation offers a 
bright replacement demand for 
some near-future time. The busi- 
ness to be done during this coming 
year will depend in large measure 
upon how much of the potential re- 
placement demand can make itself 
concretely felt in 1933. 

“The situation, with respect to ob- 
solete cars, is especially important 
in the commercial-vehicle field. 
Such vehicles are of a strictly util- 
itarian character; they are bread- 
| winners for somebody. 

“When such a car has become 
hopelessly decrepit, its owners have | 
just two alternatives: They must 
either replace it or throw up the 
sponge entirely as regards what- 
ever business they happen to be in. 
|So, when general business is defi- 





Users met in the offices of the Penn- | 


sylvania Railroad to consider its re- 


|port on the regulation of commer- 
icial highway traffic. 
another meeting,| Wheel Company of Canada, subject 
| which probably will be the last, will | to approval of bondholders, whereby 
The }a portion of the wheel department 


No statement 


was made and 
be called in another week or so. 


report is being prepared by Prof. 


Surveys are being made to estab- ' Cunningham of Harvard University. 


New York SHOW 


HEADQUARTERS 


© 


CONTINENTAL 


AUTOMOBILE COMPANY 


HOTEL COMMODORE 
SUITE 741 


—Dealers Are Cordially Invited to Call— 





| Montreal, Canada, Jan. 9.—Hayes | 


nitely on the upgrade again, this 
} commercial vehicle phase of the in- 
dustry is likely to come back fast.” 


KELSEY WHEEL, CANADA, 
BUYS HAYES WHEELS | 


Wheels and Forging, Ltd., have ar- 
ranged an agreement with Kelsey 


will be sold to Kelsey Wheel Com- | 
pany for a capital stock considera- 
tion. 





OPERATING FULL FORCE 

Lockport, N. Y., Jan. 9.—The Har- 
rison Radiator Company, this city, 
is working a full force of 1,300 men 
to fulfill its contracts for the de- 
livery of automobile radiators for | 
new models being introduced by car 
manufacturers. 


BALL RYLLER 


TaN b ie 14a aL eRe 


| off to be there. 


| J. Stirling Getchell. 





Glass 


I’m Invited 


Karl A. Frede 


* 
rick 


® * 
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Clever 


+ 


Silver Arrow 
« 


~ 
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Chris Sinsabaugh—Detroit Editor 





——— 


ONESTLY, folks, while this is a Tuesday column, most 

of the happenings recorded therein came off the assem- 

bly line Sunday afternoon and evening. For instance, there 

was the afternoon tea of Libbey-Owens-Ford at the Waldorf, 

when many of the brass hats of the industry dropped in to 

discuss the progress made in standardizing safety glass with 
President J. D. Biggers. 

Now that all windshields on all 1933 cars will be shatter- 
proof standardized, the automobile fraternity is realizing 
that the people have become conscious of the protection thus 
afforded. With Michigan and Massachusetts having strong 
laws making safety glass compulsory all around within a cer- 
tain time, it is anticipated others will soon do likewise. It is 
said there are eleven other states which are considering 
similar measures. 











* * * 


IT REALLY WAS a cross-section of the industry at the 
Libbey-Owens-Ford affair, and here are a few of the names 
I jotted down: K. T. Keller, president of Dodge; J. B. Gra- 
ham, president of Graham-Paige, and his brother Robert, 
executive vice-president, and also A. I. Philp and Karl 
Bronson from the same organization ; President W. R. Angell, 
Vice-President Fred Rockelman and Sales Manager Henry 
Krohn from Continental Motors; Vice-President George 
Graham and Sales Manager Frank Withoff from Rockne; 
John H. Reeder, advertising manager of Cadillac; Curt 
LeWald, advertising manager of Buick; George Eversman, 
advertising manager of Reo; H. J. C. Henderson, sales and 
advertising manager of Fisher Body, and his assistant sales 
manager, W. S. McLean; John D. Ames, publisher of the 
Chicago Journal of Commerce, and his editor, Phil Hanna, 
the “White House spokesman.” 

- ~ * 


THAT EVENING I got a lucky break—I got a bid to 
the automobile dinner party of the Crowell Publishing Com- 
pany on the Waldorf roof. It seemed to me as if practically 
every leading executive of the motor car industry took time 
Just a few of those I saw: President Byron 
Foy of De Soto; his sales managers, Roy Peed and R. M. 
Rowland; Harry Moock, Plymouth sales manager, and J. B. 
Wagstaff, his advertising manager; Paul Hoffmann, presi- 
dent of Studebaker; John Chick, sales manager of Cadillac; 
Cliff Knoble, director of advertising, Chrysler, and Frank N. 
Sim, director of advertising for Dodge. Also H. J. C. Hen- 
derson and W. S. McLean of Fisher Body, Vincent Bendix, 
Ben Koether, a G. M. vice-president, and, of course, with 
him Henry T. Ewald, advertising agency chief; Frank Willis 
of Bragg-Kliesrath, and, naturally, such advertising agency 
men as John P. Roche, Lloyd Maxwell, Ward Canaday and 
Then, too, Joe McDuffie, general sales 
manager of Prest-O-Lite; Herb Sharlock of the Bendix Cor- 
poration, and lots of others. 

+ * 


ROAMING AROUND this way, I had the opportunity 
to offer congratulations to the new president of the Green- 
Fulton-Cunningham Advertising Agency, which handles the 
Nash account; Karl A. Frederick, who fills the gap occa- 
sioned by the recent death of Howard Cunningham. We of 
Detroit know Karl Frederick, who was broken to advertis- 
ing harness by Ward Canaday at Toledo, working on Willys- 
Overland and later on Buick with Campbell-Ewald. 

It is interesting also to record 
that Frederick was born in New- 
castle, Ind., which has contributed 
at least three others who have made 
names for themselves in the auto- 
mobile industry—Roy Peed, general 
Sales manager of De Soto: Ward 
Canaday and Jim Boyd, the last 
named handling Plymouth sales to 
De Soto dealers. 


* 


¢ 


1 af - 
ALL OF US ARE WATCHING the 
outcome of the clever scheme of 
Rockne to get names of prospects at 
the show. I think it is decidedly 
original, and the first day’s trial 
|certainly was convincing. 

Rockne, you know, is on the sec- 
ond floor at the Palace, and Sales 
Manager Wiethoff has installed a 
, beautiful girl who hands out golden 
| keys to those asking for one. Armed 
; with one of those, the prospect is 
| Supposed to go to the retail store of 


(Continued on Page 22) 


AND THRUST 




















WILLYS ENTERTAINS 
MEMBER OF PRESS 


New York, Jan, 9—John N. Wiilys 
today tendered his annual show 

week luncheon to 
the newspaper 

men at the Bilt- 

more, The gath- 
ering included 

most of the press 
representatives 
efrom the metro- 

pcelitan area, from 

Philadelphia and 

Boston, with some 

editors present 
from a greater dis- 

tance. 

The newspaper men_ expressed 
their pleasure at sitting down with | 
Mr, Willys, once more an active ex- | 
ecutive in the automotive industry. 

After luncheon, Ward Canaday of 
U. S. Advertising took the chair to | 
introduce C. O. Miniger, who told | 
Mr. Willys that everybody was glad | 
to see him back again in harness. 
Mr. Willys then took the floor. 

Mr. Willys expressed the belief 
that economical transportation was 
still too expensive, too heavy and 
too long. Prices must come down 
in line with purchasing power, 
which has been tragically reduced 
for the great mass of our people. 

“Before the introduction of our 
new car I said on a number of oc- 
casions that car prices were too 
high,” Mr, Willys said, “and now 
I say just as emphatically that cars 
are still too big. You can't expect 
economy when you're transporting 











John N. Willys 





hundreds of pounds of excess 
weight.” 
“In our new product we have 


got down to sensible car construc- 
tion, and the way the public has 
taken to it definitely indicates a 
new trend has been established. Re- 
tail sales of our new car since Sat- 
urday, both here and throughout 
the nation, justifies the belief that 
our 1933 sales will triple or quad- 
ruple 1932 volume. 

“So far as we are concerned, the 
depression is over. There has been 
no time in the history of our com- 
pany when the future looked so 
bright. Scores of wires from all 
parts of the country since Saturday 
gives proof that our new car has 
created the greatest sensation in 
Willys-Overland history, not only 
because we have priced it on a basis 
with present-day curtailed incomes, 
but because the cars establish an 
entirely new style trend for the car 
of the future. 

“I have already given orders to| 
our factories to speed up production 
as the influx of orders has exceeded | 
our original estimates. The public 
reaction to our presentation is def- 
inite proof that the American pub- 
lic has money and will spend when 
values, far and beyond the ordinary, 
are offered them. 

“The buyer of today is more crit- 
ical in his buying habits than ever 
before. He demands, and rightfully, 
too, 100 cents value for every dollar, 
for dollars do not come as easily as 
they did in the peak days of 1928 
and 1929. 

“I look for 1933 to be one of the 





most successful years in the history | I. 


of the company, which I founded 
more than twenty-six years ago— 
and we have had some great suc- 
cesses in that time. It is a pleasure 








* 


_. 





Well, well, here I am at the New York show (I think) 
with both skates on, or is it on both skates? Why be techni- 
cal? This is no time for quibbling with car makers pulling 
me this way, advertising men shoving me that way. Look at 
them legs—worn to a frazzle. Look at that head—I have to 
reach way out here to scratch it. An’ with a typewriter in 
one hand and Sparks copy in the other, how can a guy crook 
a congenial elbow? So far I have been working twenty-four 
hour shift twice a day. During my restful hours I am at the 
Lexington. Good ol’ Lessinton! My cell is tagged 1509. Well, 
boys, I’ve got to scoot. Don’t laugh at that new beaver-tail 
treatment in the rear, that’s original. 

And shay, by the waysh, how dush you like my stream- 


'linsh? Don’t they call for a “tear-drop” here and there among 


T gl re 


And don’t be cheated by my cheaters. ~ 
e 


my friendsh? 
As for the Stetson, 1 


only headlight rims in disgust. 
depression. 


NEWARK-LOS ANGELES BUS 
SERVICE IN 414 DAYS 
Newark, N. J., Jan. 9—A through 
bus service from Newark to Los 
Angeles in four and one-half days 
has been inaugurated by Great 
Eastern Stages, over the St, Louis 
and Southern route. The new serv. 
ice is one of the developments of 
the severance of Great Eastern from 
the rest of the Short Line bus sys- 
tem to establish independent ex- 
press through routes. The line will 
continue to use its terminal at 1190 
Raymond Boulevard. 


to be back in the harness again, 
and I am happy that my return to 
active duties with Willys-Overland 
finds the company headed again for 
leadership in the low-priced field.” 
DORAN PRODUCTS COMPANY 
EXHIBITS AT NEW YORK SHOW 

New York, Jan. 9.—The Doran 
Products Company, Providence, R. 
is exhibiting its products at Space 
D-98 at the New York show, with 
headquarters at 601 West 26th St. In 
attendance are J. A. Doran, E. L, 
Kent and A. J. Bernhardt. 
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Personal Notes 
At the Show 


Adelstan Levesque, manager of 
the Montreal, Canada, automobile 
show, to be held January 21 to 28, 
is in New York attending the Na- 
tional Automobile show. Mr. Lev- 
esque is stopping at the Pennsyl- 
vania Hotel. 
%: * ~ 

A last minute decision brought 
Tom F. Hay to the New York show 
with some of the Chicago contingent. 
Mr. Hay, who heads the Reo dis- 
tributorship as president and general 
manager, is the youngest chief ex- 
ecutive along Chicago’s automobile 
row. Incidentally, in the afore 
mentioned capacity, he is the boss 
of his father, Thomas J. Hay, who 
is treasurer of the company. 

“ * a: 

R. J. Geis, New York district 
advertising manager of the B. 
F. Goodrich Company, has been 
awarded the Order of the Purple 
Heart by the War Department. Geis 
was a captain in the 7ist New York 
National Guard Division and was 
wounded in Belgium during the 
World War. 

* * * 


M. L. Pulcher, president of the 
Federal Truck Company, arrived 
for the auto show yesterday and J. 
F. Bowman, general sales manager, 
is scheduled to arrive this morning. 
Federal is making its headquarters 
at the Commodore Hotel. 

a a. me 

W. H. Beal, president of the Au- 
burn Automobile Company still likes 
to twirl the “old pill” across the 
home plate. In his college days at 
the University of Illinois Beal was a 
star pitcher. Although out of prac- 
tice for a number of seasons, he 
still retains plenty of zip and if 
the various automobile companies 
ever started a baseball league of 
their own ‘“Hube” would probably 
be found in the Auburn box. 

a * * 

John Tainsh, sales manager of 
the Auburn Automobile Company, 
probably has as 
many  acquaint- 
ances in the auto- 
mobile industry as 


any other single 
executive. His 
experiences date 


back some twenty 
years with several 
different com- 
panies. Only yes- 
terday the wrfter 
started through 
the lobby of the 
Commodore Hotel with him about 
1 o’clock headed for the dining room. 
John hadn’t any more than gotten 
off the elevator until he was greeted 
by a dealer from Boston. Three 
more steps, and two or three more 
had singled him out. By the time 
we got to the cigar counter it had 
taken exactly two hours. And, be- 
lieve it or not, we arrived in the 
dining room exactly at 5.15, com- 
bining luncheon and dinner. 


HENDERSON BUYS HALF 
OF FORD DEALERSHIP 


Milwaukee, Wis., Jan. 9—L. T. 
Henderson, formerly general man- 
ager of the Ford assembly plant 
here, has formed the firm of Soerens 
& Henderson, Inc., Ford’ dealership, 
in conjunction with Walter Soerens. 
The concern, originally known as the 
Kilbourn Motor Company has been 
in business here for ten years. 

Mr. Soerens, who owned the firm, 
sold a half interest to Mr. Hender- 
son, and the name changed accord- 
ingly. Mr. Soerens is now president 
and Mr. Henderson, who was with 
the Ford Motor Company for twenty 





John Tainsh 


years, is secretary and treasurer. The | 


new firm ocvers a larger territory, 
including Whiefish Bay, Shorewocd 
and North Milwaukee, suburbs of the 
city. 








Tada dP h del ans 
and Dealers 





The “Silver Dome" 
ice box, wardrobe, radio, 
business as well as pleasure. 
business models—$635 to $1,115. 


Exceptional profit possibilities for automobile dealers { 
tial organizations or individuals in open territory. Fully developed sales and 
merchandising program. See local dis- 


play or write for complete details. 


N. Y. Display at 322 


East 47th Street, 
Automobile Show. 


near 





WOLFE BODIES, INC. 
DETROIT, MICH. 























CONTINENTAL GREETS 
NEWSPAPER WRITERS 


New York, Jan, 9.—Continental 
Motors today entertained the news- 
paper men at the Romany Club in 
the Waldorf-Astoria. 

W. R. Angeli, president of Conti- 
nental, was a gracious host, explain- 
ing the idea that the company has 
put behind its new lines. He told 
the gathering of press men that the 
reception of the new lines of Con- 


tinental cars by dealers, prospective 
dealers and the general public has 
been most satisfactory. He remarked 
that dealers and service men seem 
to feel that in handling Continental 
cars they are simply greeting an old 
friend in néw clothes. 

F. L. Rockelman, vice-president 
and director of car sales; L. J. Kane 
itz, general sales manager of the 
motor division, and Ray Sackett, ad- 
vertising manager, were among those 
present for the company. Ted Grace 
and W. S. McLain of Grace and 
Halliday greeted old friends among 
the press representatives. 

Earlier today it was announced by 
the Continental Automobile Com- 
pany that Michael B. Leahy had 
been appointed district manager for 
the territory including New York 
city, Bronx, Staten Island, West- 
chester county, N. Y.; Hartford, New 
Haven, Bridgeport, Danbury, New 
Britain, New London, Waterbury, 
Meriden, Willimantic and Norwalk, 
Conn.; Springfield, Mass. 

Leahy has been in the automobile 
business twenty-seven years, having 
Started with the Ford Motor Com- 
pany in 1905. 


N. Y. CAR SALES 
SHOW BEST AVERAGE 


New York, Jan. 9.—That new car 
sales in the metropolitan district 
continue to show a lesser decline 
than for the nation as a whole was 
revealed today in a survey by John 
F, Sherlock, of Sherlock & Arnold, 
automobile registration statisticians, 
who pointed out that registrations 
for 1932 showed a drop of 33 per 
cent. from 1931 in Greater New 
York, against a decline of 40.5 per 
cent, for the United States. 

Registrations totaled 85,176 in the 
twelve-month period, Mr. Sherlock 
pointed out, against 126,993 in 1931; 
135,576 in 1930 and 159,507 in 1929. 
The «ecline from 1930, he said, was 
37 per cent., while from 1929 it was 
45 per cont. 


TRUCK OPERATORS FOR 
U. S. REGULATION PLAN 


Washington, Jan, 9.—Federal reg- 
ulation of highway truck traffic will 
be urged upon Congress by repre- 
sentatives of operators from twenty=- 
two states which met here Saturday. 

Joining the railroads and the Ine 
terstate Commerce Commission, 
which have adovcated appropriate 
legislation, truck operators under- 
took to draft a tentative program 
for legislation. 

Co-operation of bus operators also 
will be sought. Under tne plan con- 
sidered, purchase of Federal license 
tags would be required of such inter- 
state carriers. ‘These plates would 
take the place of all other than 
those of noine states from which the 
trucks are operated. It would have 
the effect of doing away with 
clashes between the authority of 
adjoining states over truck opera- 
tion. 

Considerable additional income to 
the Federal government would come 
from the operation of this plan, it 
suid said. 


SILVER ‘DOME 


Travel and Coaches 


Business 


Aa 


is a palace on wheels—equipped with berths, 
lighting plant, 
advertised and definitely established as a modern, economic necessity for 
Four touring models— 
Also Junior Series—Priced Under $500. 





stove, 
shower and toilet. Nationally 
-$770 to $1,265. Three 


—also for substan- 
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7 Peeking at 1933 


ACK in 1930 and 1931 this country was full of prophets. 
Economists of all degrees rushed into print with predic- 
tions of what was going to happen in the year to come. Most 
of the predictions made pleasant reading, telling us that the 


return to prosperity lay just ahead of us and that new 
heights were waiting to be scaled. The prophets left us, at 
any rate, with the feeling that while they had missed the 
truth, they were good fellows, who had done their best, even 
if they were wrong. 

In this year of grace 1933 there is a notable absence of 
crusading among the prophets. Few men in leading execu- 
tive positions care to commit themselves to unadulterated 
optimism. There does seem to be a feeling among automotive 
executives that 1933 should see an increase in sales. Ten to 
15 per cent. ahead of the 1932 level is about the most hopeful 
prediction that we find today. 

Heaven forbid that we should attempt the role of 
prophet to indulge in unfounded optimism, but there are 
certain factors which actually exist at the present time which 
fight on the side of a modest increase in sales in 1933. 

Most fundamental of all is the fact that this nation of 
120,000,000 people increases at the rate of approximately 
8 per cent. a year. This means that there are 3,600,000 
more human beings to generate needs and demands at the 
end of each year than there were at the beginning. 

A second favorable factor is the existence, generally 
acknowledged, of 4,000,000 cars that are past efficient opera- 
tion and service to their owners. This is a backlog that in 
normal times would assure our industry a tremendous year 
of mounting sales, but 1933 will be far from what we grew 
to consider normal! in the period from 1925 to 1929. 

A third factor of very real importance is the condition 
of our dealers as regards stocks on hand. New car stocks, 
when the new cars were announced, had reached a lower 
point than at any time in modern history. The retail mer- 
chants this year are not carrying over the numbers of the 
preceding models, which they sometimes have done. Used 
car sales this year have been brisk and dealers generally 
have reduced stocks of second-hand vehicles to a point below 
anything that has existed in this field in many years, if ever. 

On the other hand, the financial condition of dealers 
generally is lamentable. The owners of the 4,000,000 cars 
past efficient service would be glad to buy new motor trans- 
portation, but even the most willing must have something 
to use for money in making a purchase, 

It follows that, in spite of the favorable factors, some 
of which have existed before, but which are stronger this 
year than ever, general business and financial conditions are 
going to have a lot to say as regards any automotive revival. 

And once again we have to qualify this statement by the 
familiar “on the other hand,” because the automotive busi- 
ness, while it needs the help of general business improve- 
ment, will contribute to that development if the favorable 
factors have now become strong enough to operate. 

If the need for motor transportation has become vital 
enough, many people who have been getting along with old 
cars, and who think they cannot afford new vehicles, will 
find ways of getting them. Life in this country is based on 
the use of motor vehicles. They are not a mere convenience, 
but an actual need if we are to continue as we have been 
living. From hoards accumulated against a rainy day, from 
behind bricks in the chimney, from the old first national 
bank in the stockings of the ladies, God bless ’em, will be re- 
luctantly withdrawn enough of the national savings to make 
the down payment on a new car. When this is done the fact 
that dealers have no stock of last year’s cars on hand, will be 
reflected in immediate profits and an instant contribution to 
general business improvement. 

This much we can say: If the favorable factors have now 
become strong enough to increase motor vehicle sales by 10 
per cent. to 15 per cent. the effect on the whole country from 





the dealer’s showroom back to the materials producers place | 


of business, will be instantanious and far reaching. 


JANUARY 

7-14—New York, N. Y. National Automo- 
bile Show, Grand Central Palace. 

7-14—San Francisco, Cal. Motor Car Deal- 
ers Association of San Francisco 
seventeenth annual Pacific Automo- 
bile Show, Civic Auditorium. G. A. 
Wahlgren, show manager. 

7-15—Los Angeles, Cal. Los Angeles Motor 
Car Dealers Association, twentieth 
annual show. 

8-14—St. Louis, Mo. St. Louis Automobile 
Dealers Association Show, Midwest 
Industrial Terminal Building. J. A. 
Schlecht, show committee chairman. 

11—New York, N. ¥. Societ 

tive Engineers, annual 
sylvania Hotel. 

14-21—Toronto, Can. National Motor Show 
of Canada, Automotive Building, J. 


of Automo- 
inner, Penn- 


L. Stewart, manager Canadian 
Automobile Chamber of Commerce, 
in charge. 


14-21—Cleveland, 0. Cleveland Autmobile 
Manufacturers and Dealers Associa- 
tion, show. Herbert Buckman, man- 
ager. 
14-21—Newark, N. J. 
Dealers Association, show, Armory. 
Claude E. Holgate, show manager, 
14-21—Milwaukee, Wis. Milwaukee Auto- 
mobile Trades, Inc., show. Palmer 
E. Hanson, manager. 
14-21—Buffalo, N. ¥. Buffalo Automotive 
Trade Association, show. Albert 
Hertzog, Jr., manager. 
14-21—Providence, R. I. Rhode Island 
Automobile Dealers Association, 
show, Cranston Street Armory. 
Ralph P, Lord, manager. 
15-21—Cincinnati, O. Cincinnatl Automo- 
bile Dealers Association, show, 
Music Hall. Harry T. Gardner, 
manager. 
16-20—Detroit, Mich. 
and road show. 
16-20—Detroit, Mich. Highway and Build- 
ing Congress. 
16-21—Brooklyn, N. ¥, Brooklyn Motor 
Vehicle Dealers Association, show. 
Ralph Ebert, manager. 
16-21—Philadelphia, Pa. Philadelphia Au- 
tomobile Trade Association, show. 
16-21—Detroit, Mich. Steel Founders 8o- 
ciety of America, annual meeting. 
20-28—New York, N. ¥. National Associa- 
tion of Engine and Boat Manufac- 
turers, boat show, Grand Centra) 
Palace. 
21-28—Montreal, Canada. 
show of eastern Canada. 


Newark Automobile 


Annual convention 


National motor 
Stadium 
Building, Adelstau Mevesque, 
eral manager. 


21-28—Boston, Mass. Boston Automobile 
Dealers Association, Boston Com- 
mercial Motor Vehicle Association, 
show, Mechanics Building. Chester 
I. Campbell, manager. 

21-28—Jersey City, N. J. Automobile Show, 


N. 5. P. A. WOULD CURB 
FACTORY WAREHOUSE 


(Continued from Paze 1) 
resolution, with its preamble, follow: 

Whereas, Jobbers must compete 
with branch houses, consignment 
agencies, chain selling systems, mail 
order houses, and the like, handling 
merchandise of others, and often- 
times handling identical merchan- 
dise of the same manufacturers; and 

Whereas, We have noted a ten- 
dency toward the establishment of 
warehouses by manufacturers which 
could have the effect of the manu- 
facturer competing directly with his 
jobber in his own goods; and 

Whereas, We view this tendency 
with apprehension, and consider it 
unwise and of great disadvantage to 
the distributor of that product if 
such direct competition should re- 
sult; and 

Whereas, The operation of such 
warehouses is directly in the control 
of manufacturers; 

We, therefore, recommend to the 
manufacturers and producers main- 
taining warehouses: 

1. That where manufacturers’ 
warehouses exist, they should not 
be operated in direct competition 
with generally recognized jobbers of 
automotive service parts by selling 
to dealers from warehouses, and 
where such practice exists it should 
be discontinued, and 

That such warehouses should be 
maintained solely for the conven- 
ience of those jobbers who stock one 
or more lines of any one manufac- 
turer’s products represented by the 
warehouse, with the privilege to buy 
from the warehouse only products 
of such lines of which a representa- 
tive stock is carried by such jobbers. 

2. That such warehouses be oper. 
ated and controlled by the manu- 
facturer, and that invoicing be done 
from the factory or owned and con- 
trolled branches. 

3. That each manufacturer make 
available to each of his distributors 
a list of the accounts served from 
the warehouse in his territory and 
of any changes therein. 

4. That in handling merchandise 
from the warehouse, manufacturers 
be requested to do so only on order 
of one of his legal distributors. 


gen- 


Midtown Auto Salon, Frank Gal- 
land, manager. 

21-28—Baltimore, Md. Auto Trade Asso- 
ciation of Maryland, show, Fifth 
Regiment Armory. John E. Raine, 
manager. 

21-28—Detroit, Mich. 
Dealers Association, 
Shuart, manager. 

21-28—Syracuse, N. ¥. Syracuse Autonio- 
bile Dealers Association show. C 
H. Hayes, manager. 

2-28—Hartford, Conn. Hartford Automo- 
bile Dealers Association, show, State 
Armory. Arthur Fifoot, manager. 


22-26—Detroit, Mich. Society of Automo- 
tive Engineers, annual meeting 


Detroit Automobile 
show. H. H 


HIGH TOBACCO PRICES 
MAY AID LOUISVILLE 
DEALERS DURING 1933 


By A. W. WILLIAMS 
(Staff Correspondent) 
Louisville, Ky., Jan. 9.—Activity 
was at a low ebb with the dealers 
and distributors of automobiles in 
Louisville territury during the 1932 


season, the distributor having been 
especially hard hit by the fact that 


Se 


there was little or no rural business, 
in that farm prices were so low that 
the growers were hard put to raise 
taxes, much less buy new cars and 
Auto- | trucks. In the mining sections lack 
show |of industrial demand for _ fuel 
blocked things to a point where 
miners were on the defensive at all 
times for enough running time to 
provide food and clothing. 

However, 1933 is another year, and 
a better one, it is hoped. 

J. Garland Lea, secretary Louis- 
ville Auto Dealers’ Association, in 
discussing business and more espe~ 
cially recent decision of association 
dealers not to hold a show this year, 


Book-Cadillac. 
23-28—Rochester, N. ¥. Rochester 
mobile Dealers’ Association 
Edgerton Park, A. C. Lohman, 
utive secretary. 
23-28—Pittsburgh, Pa. Pittsburgh 
mobile Dealers Association, 
W. N. Owings, manager. 
25-28—Harrisburg, Pa. Harrisburg 
motive Trade Association, 
New Farm Show Building. 
27-Feb. 15—Cairo, Egypt. Internationa! 


Salon. 

28-Feb. 4—Portland, Me. Portland Auto- 
mobile Dealers Association, show 
Exposition Building. L. P. Borman, 
manager. 

28-Feb. 4—Chicago, Nationa) Automobile 
Show, Coliseum. 

28-Feb. 5—Washington, D. C. Washington 
Automotive Trades Association, show 

30-31—Chicago, Ul. .National Automobile 


Auto- 
Show 
exec- 


Auto- 
show 


Dealers association, convention | remarked: “But, can you biame 
30-Feb. 4—Springfield, Mass. Automobile|}them? Stop and figure that 1932 


show. sales have run about 30 per cent. 


behind 1931; that 1931 sales were 
about 30 per cent. behind 1930, and 
that the latter were about 25 per 
cent, behind the good year of 1929. 
With declines of that kind for three 
years in a row it wasn’t a question 
of becoming discouraged, but of re- 
alizing that with probably further 
declines in 1933, as compared with 


FEBRUARY 


1-11—Indianapolis. Twenty-second annua) 
show, Indiana State Fair Ground 

6-11—Ottawa, Canada. Ottawa Automo- 
tive Trade Association, show, Col- 
iseum, L. M. McCoy, chairman adv 
committee. 


6-11—Denver, Col. Automobile show 

7-11—York, Pa. York County Automobile 
Dealers Association, Inc., show 
R. C. Keller, president. 


9-11—Springfield, Ill. Springfield Auto- 
mobile Dealers Association, show. 

11-18—Kansas City, Mo. Kansas City Mo- 
tor Car Dealers, show. 


For greater 
convenience 


NO GETTING away from it, 
those heroic little valve cores must 
be protected if they are to fulfill 
their promise faithfully. Valve 
caps are an air-sealing aid. Dust 
caps afford further protection to 
both valve core and valve cap. 


Admittedly, their unscrewing 
and replacing does consume time. 
The Schrader Dublchek was de- 
signed to save that time. It elimi- 
nates dust and dirt. And is the 
equivalent of an extra valve. It 
affords a great incentive to the mo- 
torist to keep his tires inflated to 
the correct pressure—and thus ob- 
tain the utmost tire mileage for his 
money. 





(Continued on Page 25) 





Inflate 





and test 
pressure 





With a pair of pliers, affix a set 
of Schrader Dublcheks, perma- 
nently, to your tire-valve stems— 
and make inflating and air-gauging 
your tires as easy as turning on a 
water tap. 


right thru 
the Schrader 
tire saving 


DUBLCHEK 
Valve Cap 


Nothing to unscrew! Nothing 
to replace! Simply snap on the air- 
chuck and the air shoots in—right 
through the Dublchek. Gauge air 
pressure the same way. Guaranteed 
air-tight under as much as 250 
pounds pressure—even_ should 
valve core become damaged. And 
Dublcheks are mighty hard to lose 
or mislay. 


Gas, 


Miliaty 


Tire, Automobile and 
Accessory Stations 
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Schrader Dublcheks are comparatively 
new to the motoring public. There’s a wide 
market before you—and one which will 
respond readily to Dublchek’s appeal. Rea- 
sonably priced. Easy to sell. Profitable 
to handle. And the name “Schrader” is 
a guarantee of their efficiency and quality. 
Get in touch with your regular source of 
supply. Made by A. Schrader’s Son, Inc.— 
Makers of pneumatic valves since 1844.— 
Brooklyn, Toronto, London. 


Schrader 


Reg. U. 8. Pat. Off. 
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TIRE VALVES TIRE GAUGES 


Be sure it’s a Schrader—-Look for the name 
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LOWEST PRICES. . HIGHEST QUALITY. .IN ALL NASH HISTORY 


| "090 


NASH BIG SIX 
(dBase Bedeas 


LESS THAN 1932 


$130 


Nash goes forward in 1933—presenting five 


raise still higher the high standards of Nash 
efficiency and quality. € The Nash product 
never has been cheapened—and never will be. 
Every resource has been concentrated to make 
these cars the finest Nash ever has built, and 
to place their prices at the lowest levels in 


Nash history. @ Maximum quality at mini- 


STANDARD EIGHT 
116-inch wheelbase 


$830 to $900 
FIVE BODY STYLES 


BIG SIX 
116-inch wheelbase 


$695 to $745 


FOUR BODY STYLES 


+ 


SPECIAL EIGHT 
121-ineh wheelbase 
$965 to $1095 
SIX BODY STYLES 


500) 


STANDARD EIGHT 


(4.Door Sedan) 


$145 LESS THAN 


mum price is the Nash achievement for 1933. 
@ The Nash franchise offers a splendid 
business opportunity. Inspect the com- 
plete new Nash 1933 line at the Automobile 


Show; then wire or write the Sales Manager, 


The Nash Motors Company, Kenosha, Wis- 


consin, for detailed confidential information. 
(During the Automobile Show Nash sales 
officials will be at the Hotel Commodore.) 


AMBASSADOR EIGHT 
133 and 142-inch wheelbases 
$1545 to $2055 


NINE BODY STYLES 


ADVANCED EIGHT 
128-inch wheelbase 
$1255 to $1575 
SIX BODY STYLES 


All prices quoted f. o. b. factory 
Special Equipment Extra 


THE NASH MOTORS 


groups of cars—four Eights and a Six—that 


Kenosha, Wisconsin 





1932 


COMPAN Y 


(4322) 






Critical Squints 
at New Offerings 


(Continued from Page 1) 


made from fairly light stock. They 
are curved and they are backed by 
springs to take the shock of a bump. 
The appearance is massive and in 
keeping with that of a vei, large 
car, 

On the eight and twelve Cadillacs 
the bumper is more nearly conven- 
tional, except that at the center 
the spring section is cut away and 
a@ space some twenty inches long is 
devoted to three horizontal bars, 
the extreme ends of which are 
turned backward and joined to the 
spring sections at right and left. In 
both cases the effect is novel and 
rather pleasing. 

Another novelty on the sixteen 
is the use of horizontal hood deco- 
rations, taking the form of slender 
fish-shaped embossings, the lower 
edges of which have a chromium- 
plated bead. The same decoration 
is repeated on the deep front fender 
skirt and helps to produce an ap- 
pearance of fleetness. Hub caps 


on this chassis, which has disk! 


“DURABLE 
SILENCE” 


THE 
TIMKEN-DETROIT 
AXLE COMPANY 


DETROIT, MICH. 


weels, are about ten inches in diam- 
eter, and have a neat die-cast rib. 
Hardware is heavy and shaped in 
keeping with the hood design re- 
ferred to above. 

Pontiac features some models of 
a cooling system intended to show 
the advantage of a cross-flow core 
in minimizing the loss of alcohol 
and water by evaporation. Vapor 
must travel some two feet through 
cooled tubes before it can issue to 
the atmosphere and be lost. Har- 
rison might not object if other Gen- 
eral Motors units took notice of this 
exhibit, 

Cross-link steering is old in the 
industry, but is new to Plymouth 
and Dodge, and almost unique so 
far as modern passenger car chasses 
are concerned. It appears to have 
some advantages in helping to cor- 
rect certain steering difficulties. 
Anti-kick shackles apparently are 
not required, for example. Some of 
the Chrysler and many other lines 
seem to like the U-type threaded 
shackle, but we noted that it is not 
used on what is termed the “finest 
car Chrysler ever built.” ‘The latter 
has a left front spring shackled at 
both ends in a more or less conven- 
tional way, but the use of rubber 
buffers to limit fore and aft motion 
of the spring and axle is unusual, if 
not unique. 

Chrysler seems to think well of 
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Bonderized fenders and other sheet 
metal work, and apparently with 
good reason, as it helps to insure 
good adhesion of the finish and to 
prevent the spread of rust if the 
finish is scraped off by accident. 


Die-cast wind shield frames are 
not new, but seem to be increasingly 
popular. Many lamp and other 
brackets are also die-cast in neat 
and attractive forms. Hudson-Essex 
and Willys, among others, have a 
neat ground glass top window in the 
tail light, the same glass having a 
vertically projecting flange on which 
the name of the car appears. It is 
unobstructive, but an effective way 
of modest advertising. 

Except for the new Silver Arrow 
body on a Pierce-Arrow chassis, the 
efforts at streamlining, despite much 
talk about it, are rather limited, 
though pointing in the right direc- 
tion. More efforts on this score are 
sure to follow. The new Willys and 





enginer cars, and it is not likely to 
be long in coming. 

At least one car in the show has} 
a rear engine mounting, but it is 
not a passenger car, and its body 
is as far from being streamlined 
as anyone can imagine. It is also 
one of the two vehicles we noticed 
in a first hurried trip that has in- 
dividual wheel suspension. 

It is said to weigh about 1,000 
pounds less than a small sédan of 
well-known make, but to be capa- 
ble of carrying a 2,000-pound pay 
load, though not at a dashing pace. 
We haven't verified these figures, 
but they sound interesting. Not 
a very new design either, as we re- 
call it. Those who don’t know all 
about it already might do worse 
than examine this Package Car. 
The other individual wheel suspen- 
sion job comes from Europe with 
a Dubonnet label and is not so new 
either, though this was our first 
look at it in the “flesh.” It certainly 
enjoys light unsprung weight, but 





the much-copied Graham come 
closer to “true” streamlining than 
any other production models, and 
perhaps have gone as far as public 
taste will permit in this direction 
at this early date. Some engineers 
think, with reason, that the engine 
must be moved to the rear before a 
real job of streamlining can be done. 
There is still room for pretty good 
steamlining, however, with front 









motor cars shown at New 
York feature “Durable 
Silence” with 








Three leading makes of 





| Wentland, Charles 


the sprung weight is something else 
again. 

Several cars, including Stude- 
baker and some of the General Mo- 
tors products, have cut out or re- 
duced the gullies between fenders 
and hood. It’s a good idea and 
ought to be appreciated by the man 
who washes his own car as well as 
by those who wash the other fel- 
low's. This practice is a part of 
the general cleanup of exteriors 
that is one step in the direction of 
reduced eddies and better stream- 
lining. 

There are at least two types of 
near-spoked wheels that share cer- 
tain things in common with the 
disk type. Willys uses one and Olds 
another. There may be other users. 
Handsomer wheels are made, but 
these types have advantages, pre- 
sumably, in low cost and some may 
prefer them in looks to certain 
other types. 


(To be continued) 


BUYS DEALERSHIP 
New Hampton, Ia., Jan. 9.—G. A. 
City, Ia., has 
purchased the auto dealership and | 
service plant here operated by A. H. 
Wesp, ihe oldest New Hamption| 
auto deaier. 















during the New York show 


insert. We can handle cop 
publication date. 


Phone WI cke 


Phone WI cke 


In the Waldorf Astoria 


| six-cylinder cars. 


ADVERTISERS, 
ATTENTION! 


There are three more show issues 


When you advertise in these show issues, this week, 


the worth while tradesmen in the city for the show, but 
thousands of copies of each show issue will be dis- 
tributed to dealers—to fleet owners—to engineers—to 
jobbers and others who did not have time to come here. 


Telephone CA nal 6-1001 or CA nal 6-1008 and give 
us the size and shape of advertising copy you wish to 


We have facilities for making cuts rapidly. 
is the most complete printing plant of its kind. Get in 
touch with any of the following men or call us direct: 


George M. Slocum, Hotel Lexington, 
W. R. Cotton, Hotel Lexington, 


H. A. Tarantous, Romany Club, 










JOHN L. BROCK NAMED 
TRENTON SHOW HEAD 


Trenton, N. J., Jan, 9—John L. 
Brock is the chairman of the show 
committee of the Trenton Agitomo- 
bile Trade Association. His ap- 
pointment was announced at @ 
luncheon meeting of the automobile 


| organization at the Carteret Club. 


The annual show of the associa- 
tion will be held in the Armory Feb- 
ruary 11 to 15. William W. Wein- 
mann, president of the organization, 
stressed the fact today that the ex- 
hibit will be a credit to the auto- 
mobile dealers of Trenton and also 
to the city. 

It is planned to have the Armory 
ornately decorated, a new scheme 
being worked out at this time, with 
also music and other special fea- 
tures. 


COLLECTIONS DECLINE 
Philadelphia, Jan. 9.—Total pay- 
ments to the motor fund for the 
registration of motor vehicles and 
drivers during 1932 amounted to 
$29,815,714, according to the Bureau 
of Motor Vehicles. This is a de- 
crease of $1,791,457 as compared 
with the year 1931. In the year 
just ended, there were 72,289 fewer 
passenger cars registered than in 
1931, the number in 1932 being 
1,455,927, and the car owners paying 
$14,840,921 in fees. Truck owners 
paid $7,083,182. The number of 
trucks in 1932 was 239,283, a de- 
crease of only 223 from the year 
1931, 


MISS. VALLEY MOTORS NOW 
CONTINENTAL DISTRIBUTOR 
St. Louis, Mo., Jan. 9.—Mississippi 
Valley Motor Company, pioneer St. 
Louis automobile dealership, has 
acquired the franchise for distribu- 
tion of the new Continental four and 
Hatfield is presi- 
dent of the concern. 


NEW PONTIAC DEALER 
Baltimore, Md., Jan. 9.—A new 
Pontiac dealership, the Oriole Pon- 
tiac Company, has been opened in 
Baltimore with H. D. Shipley, Wash- 
ington automobile man, as presi- 
dent 








you will reach not only all 


y up to 9 a. m. preceding 
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rsham 2-4400 


rsham 2-4400 


Hotel. PL aza 3-7181 
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SALES EFFORT CAN’T TAKE THE PLACE 


OF PUBLIC PREFERENCE 
Everybody wants a BIG car 


now all can have it for 


$535 


and up, f. 0. b, Pontiac 


PONTIAC—THE ECONOMY STRAIGHT 8 


T’S EASIER to sell a man some- 
I thing that he wants than to talk 
him into a substitute. You know 
—everybody knows—that what 
people want is a BIG CAR—a 
Straight 8. Don’t try to talk them 
dut of it—-sell it to them and 
build a better business doing it. 


Pontiac, General Motors’ new Economy 
Straight 8, is the car that people have 
been waiting for. It’s BIG—not just ‘full 
sized.’’ The wheelbase is 115 inches. It 
weighs 3265* pounds. It employs no 
mechanical gadgets to make it ‘‘smooth 
as’’ an Eight, because it IS an Eight—a 
‘big Economy Straight 8—smooth and 
quiet. This great new Pontiac—the only 
car of its size in the low price field—sells 
for only $585 and up, f. o. b. Pontiac—and 
its operating costs are strictly those of a 


low price car. 


New, beautiful bodies by Fisher—larger, 
longer, roomier—easier riding. Famous 
Fisher No-Draft Ventilation (individually- 
co ntrolled)—the greatest safety, comfort 
and health feature since the closed body. 
And back of it all, the General Motors 
nhame— positive assurance of a thorough- 
ly built car ...a fully developed car—a 


‘car that is here to stay! 


Good territories are still open for aggres- 
sive and forward-looking men who will 


become Pontiac dealers. We want men 








“‘ But aren't we going to look at any others?” 
“Why should we? This big Pontiac Economy Straight 8 is the car we've always wanted. Now let's buy it.”* 


THE CAR THEY ARE LOOKING AT IS THE 4-DOOR SEDAN, $6935, F.O.B. PONTIAC, SPECIAL EQUIPMENT EXTRA. EASY G.M. A.C. TERMS 


who are anxious to stake their money 
Ask any Pontiac dealer and he will 


: : . y tell you that the Pontiac Sales 
rather than bucking against it. Write or Agreement is in itself very fair and 
wire for full information. Address: reasonable—and is administered 
with consideration and fairness. 


and their efforts on selling with the tide, 


Pontiac (Division of General Motors), 


General Motors Bldg., Detroit, Michigan. “Weight of the 4-door Sedan, 


Through B.O.P. Sales Co., we can often arrange very attractive dual franchises for other General Motors cars. 


the economy 
STRAIGHT, 


L U E 
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CHRYSLER SHOW RALLY 
DEALER MEETING PEAK 


(Continued from Page 1) 


first time that dealers from the en- 
tire Chrysler official family gathered 
simultaneously as guests of Mr. 
Chrysler. 

Entertainment was provided by 
Joe Moss, of the Hollywood Res- 
taurant. George Givot acted as mas- 
ter of ceremonies and introduced the 
various specialties, among whom 
were the featured performers in the 
Hollywood revue with the added at- 
traction of the Wallenda Troupe. 
The latter were secured through the 
courtesy of Ringling’s Circus. 

Among the Chrysler Motors’ ex- 
ecutives who attended the banquet 
were, in addition to Mr. Chrysler: 
Fred M. Zeder, vice-president in 
charge of engineering and his ex- 
ecutive engineers, Carl Breer and O. 


R. Skelton; B. E. Hutchinson, chair- | 
| Frazer, E. B. Wilson, C. L. Jacobson | 


and S. W. Munroe of the Chrysler | 


man of the board of 
Byron C. Foy, president of De Soto; 
K. T. Keller, president of Dodge; J. 
E. Fields, president of Chrysler Sales 
Corporation. 


Among others who were present at | 


this meeting were H. G. Moock, J. B. 
Wagstaff, H. E. Heath, W. W. Ro- 
maine, H. J. Cook, Philip Irwin, Bar- 
ney Oldfield and Billy Arnold of 


RE you a motor car salesman? — or a 
motor car trader ? 
The implication isn’t quite fair, we admit; 
for these are “trading” days, a buyer’s 
market, with many sales going to that car 
which offers the biggest allowance. 
But you expect to get ahead; and 
regardless of how shrewdly you trade, 
don’t neglect to sell; for your own sake, 


Plymouth; | 


}the Plymouth Motor Corporation; 
L. G. Peed, R. M. Rowland, J. J. 
Palmer, J. F. Boyd, Peter DePaolo, 
Tony Gulotta and G. V. H. Cairns 
!of the De Soto Motor Corporation; 
A. C. Downey, John R, Lee, A. Van- 
DerZee, W. M. Purves, J. D. Burke 
land J. W. Hutchins of the Dodge 
Brothers Corporation; and J. W. 


| Sales Corporation. 


URGE LICENSE CUT 
Minneapolis, Minn., Jan. 9— 
Minnesota automobile dealers are 
|rallying around Mike Holm, secre- 
tary of state, who has just reported 
'to the state legislature that a re- 








MARMON “16” FIVE-PASSENGER SEDAN 


| duction should be made in the auto- 
|} mobile dealers license law fee which 
is now $20. It is reported that a 
cut of one-half will have the sup- 
port of a great number of legisla- 
‘tors now in session at St. Paul. 


AUTOMOBIL:® FATALITIES 

Washington, Jan. 9—A decrease 
of 13 per cent. in automobile fatal- 
ities over the year is indicated by 
|Department of Commerce figures 
showing that during the four weeks 
jended December 24, 1932, a total 
of 652 deaths from automebile acci- 
dents were reported by 86 large 
|cities. This figure compares with 
781 deaths during the four weeks 
jended December 26, 1931. 





ohen Letter. 


to car salesmen who want to sell 
more cars 


and to mae the car you sell stay sold. 


There is a certain automotive equipment which sets 
an accurate standard of modernity. Foremost among 
these “modern keynotes” are Bendix Automatic Clutch 
and Bendix B-K Vacuum Power Brakes. 


Can any motor car be strictly modern without these 
two remarkable units? We believe you'll say “No” — 
quickly — when you face and digest the facts. You are 


fortunate if the car you 


sell, has them. If it has, se// them. 


Tell the facts about them. These facts will do a big job in 


counteracting higher bids on the trade-in. 


Don’t judge automatic clutch perform- 
ance until you yourself have tried the new 
and improved Bendix Automatic Clutch, 
with its extraordinary new Cushion Control. 





oS eA 


POWER‘ 
BRAKES 


A BENDIX PRODUCT 











FOR FACTS WHICH 
Ama eae (i 


vUNM 


its new Cushion 


Q 
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TUNG SOL LAMP WORKS 
OMITS QUARTERLY DIVIDEND 
New York, Jan. 9.—Directors of 

Tung Sol Lamp Works, Inc., voted 

| to omit payment of the 75 cents 

quarterly dividend on preferred stock 
due at this time. The last payment 

was made on November 1, 1932. 


HODGSON TRANSFERRED 

Batavia, N. Y., Jan. 9.—Charles I. 
Hodgson, for years general super- 
,intendent of the Batavia plant of 
the Doehler Die Casting Company, 
has been transferred to Toledo, O., 
where he will have charge of sales 
development work for the Doehler 
company 





In addition to making car operation 
far easier and more comfortable, Bendix 
Automatic Clutch — new, better — with 


Control absolutely per- 


fects clutch operation; eliminates all the 
evils of varying, uncertain physical ™pera- 
tion; engages and disengages the clutch 
exactly as it should be operated. Get-away 
is swift, and smoother; never a grab. Clutch 


and clutch bearings last much longer. 


As for B-K Vacuum Power Brakes — they are necessary. 
Safety, control — these are today’s crucial problems in 
motor car buying and selling. And only power brakes will 


control modern lighter, faster 


cars. Safety bodies and 


public opinion all demand them. 
That means B-K. For vacuum is the simplest, most 
exactly controllable, most reliable, most economical 


form of power for motor car brakes. 
Let us help you sell—with useful facts; with usable coop- 
eration. Your interests and ours are iden- 


See 


BRAGG-KLIESRATH CORPORATION, 401 Bendix Drive, South Bend, Ind. 


Sure! I'm interested in anything that 


Name 
Street and No. 
City and State 


Make of car I sell 


pocket-size books of facts about these units that “make motor cars modern.” 


will help me sell cars. Send me, free, your 


tical —easier selling. Write us for the story. 


BRAGG - KLIESRATH CORPORATION 
401 Bendix Drive, South Bend, Ind. 
(Subsidiary of Bendix Aviation Corporation) 














llevel in the last two months, 


OUTLOOK FOR HEAVIER 
STEEL OUTPUT IS GOOD 


Youngstown, Jan. 9.—Steel plant 
operations in the Youngstown sec- 
tion of the industry this week are 
slightly under 18 per cent, of ca- 
pacity, compared with 17 per cent. 
last week and 14 per cent. two weeks 
ago. Automobile steel buying since 
the first of the year has not been 
quite up to the volume before the 
holidays, but the outlook for heav- 
ier shipments to automobile plants 
during the remainder of January is 
good, 

Ford is understcod to have placed 
orders for several thousand tons of 
sheets in the vallevs since January 
1, but Chrysler and Chevrolet con- 
tinue the heaviest buyers of automo- 
bile steel, one of this district’s prin- 
cipal products. 

Strip and sheet mill schedules are 
back to the level of before the 
holidays. All four strip mills are 
operating part of the week for 
Sharon Steel Hoop Co., and the 
equivalent of one strip mill is oper- 
ating for Republic Steel Corp. at 
Warren, O. 

Youngstown Sheet & Tube Co. 
operations are estimated by valley 
trade authorities at 14 per cent, of 
capacity, up 2 points to the highest 
The 
company is operating its Bessemer 
plant for the first time since early 
November, and is maintaining stcel 
output of its openhearth furnaces. 
Sheet & Tube’s two sheet plants 
probably will operate before the week 
ends. 

Activity in Republic Sice] Corp. 
plants in the Youngstown arca is 
unchanged at 18 per cent., although 
ingot output from the company’s 
openhearth plant at Youngstown is 
somewhat higher. Production is a 
shade lower for Carnegie Steel Co., 
with operations estimated at 23 per 
cent., compared with 25 per cent. 
a week ago. A blast furnace has 
been relighted, and other favorable 
developments point to a moderate 
gain through Nove mber. 


Washington, Jan. 9—The auto- 
mobile industry almosi since its in- 
ception in this country has been an 
important consumer of steel. After 
having lost first place, which it oc- 
cupied in 1928 and 1929, in each of 
which years motor cars reauired 18 
per cent. of the finished steel out- 
put of the country, the automotive 
industry resumed its leading posi- 
tion last year, when 17 per cent. of 
the production was taken, 

In 1931 the industry took 16 per 


cent. of the steel, and in 1930 it re- 


quired 15'2 per cent. being outranked 
las a consumer of steel by building 


construction. 
The smaller public demand for 
automobiles in the past three ycars 


| has been keenly felt by steel makcrs. 


Accompanied by a general let-down 
in steel requirements in all dines, 
the reduced buying for motor cars 
was a most important factor. 

However, there were periods during 
1932 when the demand for automo- 
bile steel was a sustaining influence 
in steel. This was true particularly 
in the fina! two months of the year. 
At that time preparations for new 
models brought an increased buying 
movement which practically offset 
the let-down in miscellaneous buy- 
ing just prior to the national elec- 
tion. 

Activity in the steel industry, par- 
ticularly for the companies which 
specialize in automobile steel, will 
depend upon the public reception of 
cars during 1933. Thus far this year 
the demand has continued fair, be- 
cause many of the motor companies 
are preparing to supply dealers with 
their 1933 models to take care of any 
demand which follows the various 
shows. 

Steel men, generally, will keep a 
close watch on the automobile busi- 
ness, especially during the spring 
months when there should be some 
replacements of old cars. Opera- 
tions of many steel companies will 
be governed at that time by the de- 
mand from the motor car makers. 


TO HEAR D’ARCAMBAL 

Newark, N. J., Jan. 9—A. H. 
d’Arcambal, metallurgist of Pratt & 
Whitney of Hartford, Conn., and 
past president of the American 
Society for Steel Treating, addressed 
the New Jersey chapter of the so- 
ciety at the Elks Club. His topic 
was “Machinability of Steels.” A 
dinner preceded the lecture. 
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$355 and up, f. o. b. factory. A car that will knock your eye out... 


at a price that makes history .. . THE BK ACON 4-eylinder 


, 
‘4 50 and up, f.o.b. factory. A six-cylindered sensation ... with a double- 


barreled appeal in its price... T es Kk Kk LYK ease 


; 2 2 C and up, f. o. b. factory. Luxury . . . with a capital “L” ... Speed, 


Comfort, Beauty, Style .... THK A ¢ O-cp Raton. 05 BP 


No wonder constantly increasing crowds are milling around the Continental space 
at Grand Central Palace. € No wonder the walls of Continental Headquarters at 
the Commodore are bulging with dealers who have seen these cars at the Show 
and rushed right over to get the “lowdown” on a franchise. € No wonder all 
you hear on every side is “Continental . . . Continental . . . Continental”. 


CONTINENTAL SCOOPED THE SHOW 
CONTINENTAL SCOOPED THE INDUSTRY 
CONTINENTAL SCOOPED THE COUNTRY 


If you’re in New York, don’t get out of town without getting full infor- 
mation about these three new cars that have made America open its eyes. 
Otherwise, write or wire 


CONTINENTAL AUTOMOBILE COMPANY, DETROIT 


Division of Continental Motors Corporation 
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NEW YORK JOBBER | 
OPTIMISTIC TOWARD | 
| PROSPECTS FOR 1933 


New York, Jan. $.—Jobbers of re- | 


placement parts, accessories and | 
equipment in Greater New York are | 
looking forward with much op- | 


timism for better conditions and in- 
creased business. } 

Several jobbing concerns switched | 
methods of merchandising and lines | 
to meet changing conditions, with 
the result that they weathered 1932 
in good condition. 

Arthur E. Smith, president of 
Smith & Gregory of New York, Inc., 
specialty jobbers of New York city, 
Says: 

“With the automobile factories | 
adding tire covers, mirrors, trunks 
and other similar accessories either | 
as standard equipment or as sales} 
for profit to their own dealers, the 
lot of the specialty jobbers has not 
been made easy. Add to this the 
fewer sales of new cars and the 
credit situation among car dealers 
and you have a picture of declining | 
sales and smaller profits. | 

“Realizing this condition before it 
became too late we switched our 
selling items to those requiring 
service to install and maintain, such | 
as Westinghouse air brakes, B-K 
vacuum power brakes, Gabriel shock | 
absorbers, Kari-Kenn trunks, brake 
drums, brake lining, Klemm gov- | 
ernors and general brake service. In 
this we have been fairly successful, 
as our sales for 1932 show. | 

“Going over the year 1932 in order 
to prepare for 1933 we find that our 
business has during this _ period | 
almost entirely changed from one 
of 75 per cent. sales and 25 per cent. 
service to that of 75 per cent. service 
and 25 per cent. sales. That we had 
always maintained a service station | 
in order to properly service our sale | 





items was fortunate for us, since | 
it was easier ‘to expand service 
facilities and work, than it would | 


have been to start a service station 
during the present period. Our own 
gross business will be off 18 per cent. 
this year as compared to 1931, which 
compares favorably with business in 
general and the automotive industry 
in particular. 

“We are now running a series of 
ten brake clinics in our service sta- 
tion, which, thanks to the co-opera- 
tion of most all manufacturers in 
the brake and brake. equipment 
field, have been very successful. In 
our three meetings to date we have 





(Continued on Page 20) 
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| 1933 Is the Power Brake Year 


By Victor W. Kleisrath, 


President the Bragg- 


Kliesrath Corporation. 


The New York Show is again bidding for our interest. 


What do we see? 


beauty of line, form and contour? 


What is there aside from the perennial 


At every display the 


theme of the appeal to our interest is more comfort, more 
convenience, both cherished instincts of the human heart. 


But many of the offerings of 


fort and convenience in a new, 


with safety. 
The thousands of men and women 
who will view this show and the 


other shows dur- 
ing the next few 
weeks cannot help 
but comprehend 
the significance of 
the statement, 
“1933 is the power 
brake year.” It is 
interesting to note 
the many models 
exhibited by well- 
known makers of 
quality cars 
equipped with 
vacuum power 
brakes and is the very evident an- 
swer of progressive manufacturers 
to public demand for controlled 
speed. 

The automotive industry, always 
alert in sensing the requirements 
and the fancies of the public, has 





Victor Kleisrath 


| during the past several years called 


upon its engineers for an _ ever- 
increasing speed performance. The 
combination of hard-surfaced, four- 
lane super-highways and the high- 
speed, efficient, economical, 
weight automobiles has made pos- 


light- | 


this week’s show present com- 
more logical way, coupled 


| sible, even highly desirable, the con- 
tinued increase of maximum speeds. 
The public has been asking for 
greater speed with which to more 
fully take advantage of and enjoy 
the wide possibilities in modern mo- 
toring. 

All of these things have entered 
into a new motoring standard by 
which the public measures the util- 
ity of the motor car. Factors in the 
public’s standard of motor car ex- 
cellence are: ability to travel at high 
speed, accelerate quickly, meet the 
requirements of traffic density. The 
setting up of this standard by the 
public has made necessary a new 
engineering standard which provides 
that the modern car of this new 
era must embody the means for 
safely controlling the car at any 
speed within its performance range. 
Power control of the braking func- 
tion has been selected, and quite 
naturally so, as the one common 
sense way to put safety into high- 
speed operation, since power offers 
|a definite, controllable means of 





(Continued on Page 20) 





“What’s the best 
thing at the auto 
show, Jim?” 


ANOTHER TRUCK WAR 
DUE AS PENNSYLVANIA 
| PLANS ON RESTRICTIONS 


Trenton, N. J.. Jan. 9.—Pennsyl- 
vania’s new truck law, which caused 
the recent interstate “war” with New 
Jersey, is off to a new start. 

The law provides that all out-of- 


state trucks making more than fif- 


teen trips a year into Pennsylvania 
must have Pennsylvania license tags. 

When the law became effective 
last fall it resulted in New Jersey | 
refusing to permit Pennsylvania 
trucks to enter New Jersey without 
New Jersey tags. Subsequently New 
Jersey receded from its position and 
made its requirements conform to 
those of Pennsylvania, as did other 
adjacent states. : 

With the turn of the year all trips 
into Pennsylvania by out-of-state | 
truckers were wiped off the slate | 
and all truckers started the new 
year from scratch. When they have 
made fifteen trips into the state they 
will be notified that they will have 
to obtain Pennsylvania tags before 
entering the state again. State high- 
way patrolmen began checking out- | 
of-state trucks Sunday. 

The same rule applies to Penn- 
Sylvania trucks entering adjacent 
states. 


LESLIE H. MIDDLETON GETS 
MOTO METER GAUGE POST 
Toledo, O., Jan. 9—Leslie H. Mid- | 
dleton, formerly chief engineer of 
the Schwarze Electric Company, 
Adrian, Mich., has become affiliated 





| 
| 


with the Moto Meter Gauge and 


| JOBBERS NOTE LITTLE 
HOPE OF IMPROVEMENT 
FOR ATLANTA SECTOR 


| Ga., Jan. 9 (UTPS).— 
| While_jobber sales have shown some 
Election Day, off- 
setting somewhat the low levels at- 
| tained during the year, parts and 
| service department managers report 
| business as still decidedly off, with 
little hopes for improvement during 
the coming year. 

A conservative estimate would be 
| that the parts business here is about 

20 per cent. under business for this 
period in 1931, indicating that the 
downward trend has not yet enced. 
| Parts department managers blame 
this on three causes: (a) Inability of 
| owners to buy needed parts for their 
| machines, (b) jobbers who sell at 
| retail as well as wholesale and (c) 
creasing junkyard trade. 
“Just to illustrate what is hap- 
pening,” said a prominent parts de- 
| partment manager the other day, 
|“we sell, among other things, door 
| handles and keys for a number of 
|automobile models Our regular 
| price is around $2.50 for handles and 
keys. 

“Recently a customer came in 
looking for a handle to replace one 
which he had broken. He frankly 
admitted that he could not afford 
to pay $2.50 for the handle and 
stated that he was going to look 
around. After a few days he came 
in and purchased two keys. He had 
found the handle he wanted at a 
junk yard—for $1—but as he could 
get no keys for it, he came to us 
for them. 

“This sort of thing is happening 
all the time. People who would 
never have dreamed of going to the 
junkyard a year or two ago are now 
doing it as a regular thing. They 
claim they are saving money—and 
maybe they are. 

“But they are 


| increase since 





| in 


certainly cutting 


|}into the business of the parts dealer. 


I figure that the 25 per cent. loss 
which the parts dealers have suf- 
fered here in the past year has 
gone partly into increased jobber 
business and the remainder into 
junkyard business, which has shown 
a definite increase.” 

Parts department managers also 
report an increasing tendency to 
“wait for pay-day’ and then to pay 
cash for needed _ replacements. 
“Not a week goes by,” says another 
parts department manager, “that 





Equipment Corporation — in the 
capacity of chief engineer in charge | 
of electrical engineering. | 


“See that new. 


Fisher Ventilation 


we do not have some one come in 


(Continued on Page 20) 





EVERYBODY APPLAUDS THE NEW FISHER NO DRAFT SYSTEM 


Don’t miss a demonstration of Fisher No Draft I. C. V., individually controlled ventilation, at the Automobile 
Show, Grand Central Palace, and the General Motors Exhibit at the Waldorf-Astoria 
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TWO NEW STYLE LEADERS 
dt Thecadl Baccas / 


Ic is a law of merchandising that, if you wish to replace a commodity of aay nature, 
you must offer something in its stead that is new—different—appealing! 


And, certainly, the new Oldsmobiles—the new Six and the new Straight Eight— 
are designed to make this great law of salesmanship pay dividends to Oldsmobile 
dealers in 1933. For no one, we believe, could see these new cars—drive them— 
and know their full capabilities—and ever again be satisfied with a conventional 


automobile. 


First of all, there is the appeal of style leadership—smart lines that spell modernity 
s . . colors that pace the parade ; ; : and a fleet, over-all appearance that reflects 
the most dynamic performance, 


And a demonstration furthers the argument in favor of Oldsmobile. The engines 
are cradled in rubber, in.a scientific new three-point mounting, aod they run, at 
every speed, so quietly and vibration-free that you are scarcely conscious of their 
The new double-dfop X-type frame is rigid, tough, unyielding—a 
Power has been 


operation. 
tremendous contribution to riding comfort and roadability. 


increased to 80 and 90 horsepower for the Six and Eight respectively; And Olds- 
mobile’s traditionally brilliant performance has been stepped up in proportion to 
the increase in power. 

Fisher No-Draft Ventilation 
But the final argument in favor of Oldsmobile in its price field is the Fisher No- 
Draft Ventilation, individually-controlled, This great advancement—which the 


prospect can see and feel and appreciate—is a sales force so great that its full measure 
cannot even be estimated! 


Imagine such cars—at materially reduced prices, We believe, sincerely, that they 
are the strongest appeals it is now possible to make to a motor car prospect. 


Clip and mail the coupon below. For here are the right products—at the right 
ptices—at the right time; And Oldsmobile wants dealers to sell them! 


OLDSMOBILE SIX and EIGHT 


Oldsmobile now can often arrange very attractive dual franchises with other General Motors cars, through B.O.P, Sales Company. 


Oldsmobile, Room 15-139, General Motors Bidg., Detroit, Mich, 
Send me further details of the Oldsmobile franchise, [ undep 


I would like to look over your proposition. 
stand that this does not obligate mein any way. 
Name_ 
Firm Name 
Street 
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Production -- Engineering -- -Factory 


POWER BRAKING, A NEW 
DEVELOPMENT IN CAR CONTROL 


By y KARL RL M. ‘WISE, c 

Director of Engineering, Pierce-Arrow Motor Car Company 
Mr. Wise’s connection with the automotive industry 
dates from 1904. He started with the Federal Manufacturing 
Company in that year as draftsman, under James G. Heaslet, 
in the development of a car named the Berg. Later its name 
was changed to the Garford, an organization in recent years 

absorbed by the Studebaker Corporation. 
After an engineering course at the © 
University of Michigan, Mr. Wise ,;World War, Mr. Wise returned to 
_ joined the E. M. F.| Studebaker as a research engineer 
organiza+1lON,|i, 1991 and has been more or less 


vorking the 
oa ‘the fa- |closely connected with Studebaker 


mous Flanders|]and Pierce-Arrow since that time. 
which made the|}Upon Studebaker’s purchase of 
first continuous | Pierce-Arrow in 1928 he went to 
trip from Canada | Buffalo as director of engineering, 
to Mexico. Mr.| where he has been in charge of the 
Wise was in |eight and twelve cylinder develop- 
charge of the|ments of that company in recent 
; m et all urgical | years. 

% a laboratory of the Pierce-Arrow’s recent develop- 
K. M. Wise old E. M. F, Com- | ment and adoption of full mechan- 
pany when it became the Stude- | ical power braking is one of the 
baker Corporation and was made | most interesting of the new depart- 
consulting engineer of the new or- | ures among the developments of 1933 
ganization. in automotive engineering circles. 

Following specialized metallurgical The initial exhibition of Pierce- 
work previous to and during the} Arrow’s new 1933 cars at the New 











York Automobile Show this week 
marks the introduction of full me- 
chanical power-actuated brakes in 
American passenger car production. 


The constantly increasing power 
and speed built into present day 
cars, notably in the 1933 Pierce- 
Arrow line, capable of top speeds in 
excess of 90 miles per hour, has de- 
manded a parallel improvement in 
the braking system to guarantee to 
the user increased safety through 
increased effectiveness and ease of 
control. 

While greater safety is the pri- 
mary object and most outstanding 
advantage of power actuated brakes, 
the almost effortless ease of brake 
control is a close second in impor- 
tance to the driver. Both are im- 
mediately and very noticeably evi- 
dent in a short trial of the new 
Pierce-Arrow by even the most inex- 
perienced driver. 

The most obvious difference be- 
tween these power-actuated brakes 
and the conventional or “booster” 
brake is in the type of foot control. 
A short range treadle, very similar 
in appearance and action to the ac- 
celerator foot treadle, operates 
through a distance of only two or 
three inches, as compared with the 
usual brake pedal which must be 
moved through a distance of from 
five to seven inches. The advantage 
which is immediately obvious in a 
quicker brake response and far 


(Continued on Page 16) 































Says Other Vehicle Developments 
Must Precede Rear-Engine Car 


By AUSTIN M. WOLF 
Consulting Engineer 


moving about, is based on this 
height. A distorted vision is not 
conducive to driving or riding come 
Recently there has been consider- | fort, Some of the present cars can 
able discussion on streamline cars| pe criticised on this score, and it 
with the power plant disposed at| would be folly to aim at a still lower 
the rear, but many advantages | passenger height should the power 
claimed for this combination are | plant location permit it. If the low 
obtainable with streamlining alone. | center of gravity is essential, a more 
However, streamlining, I feel, is the | feasible method would be to utilize 
first consideration, and the location |. porizontal engine. 
of the power plant is secondary. 3. Clear Vision—There is no gain- 
Streamlining must be taken “with | saying that present cars do not af- 
@ grain of salt.” It can never ob-|ford sufficient visibility but the 
tain the form that it takes in avia-| yogue for the high radiator is bound 
tion, since conditions are entirely to give way to a modified front end 
different with a road vehicle which |anq radiator height will not enter 
is not always heading into the wind. | into the problem, It might not be 
The road vehicle must be stable apparent to many that the larger 
when subjected to side gusts. There} ack’ trucks could not be driven 
is no question that speeds will rise | were it not for their distinctive hood 
in the future when the super-high-| and radiator location which provide 
ways that we have talked about be- proper visibility. While one does not 
come a reality. Real ca: stream-/| drive a great percentage of the time 
lining will then be essential. When | jn reverse, it cannot be denied that 
Reo broke from conventional de-|rear vision is a problem in rear- 
sign two years ago many doubts| engine cars so for developed. 
were heard, but the new cars prove 4. Elimination of Long Propeller 
that real efforts toward stream- | shaft—While this is true, its elim- 
lining are now under way ination is more than counter-bal- 
Some labor under the impression | anced by the use of two short trans- 
that streamlining involves a form| verse shafts in which the joint an- 
associated with the misnomer “ear-|gularity is excessive with normal 
drop” or the blunt-nosed body of/free action of the rear springs. A 
revolution with a tapering tail. It/ unit power plant and rear axle unit 
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PRESENTING 


TO CADILLAC...PACKARD.. 
PIERCE-ARROW...LINCOLN 


A New Custom-Built Market for America’s 
Finest Cars 


The luxury market is seeking its own level. The get- 
rich-quick Wallingfords have vanished. Racketeers 
ere no longer opulent. The retired and endowed 
live on greatly reduced incomes. The normal luxury 
market remains; the responsible pilots of Americe’s 
big business. There is a new way ro reach these 
men at a low cost and without waste. 

Profitable operation of business today requires 
authoritative facts—and a 64-year-old publication 
supplies these needed facts in the language of the 
control executive—comprehensively, completely. 
Enthusiastic acceptance made 1932 a banner year. 
Circulation has trebled in the past six months and 
grows every day. It is now quoted more than 
any general business magazine. It is Bradstreet’s 
Weekly, custom-built for the remaining buyers of 
Americe’s finest cars. 


& 
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is neither practical nor desirable to 
make a complete vehicle in one true 
streamline form. The blending of 
several forms, if properly done, gives 
equally good aerodynamic efficiency. 
Sir Malcolm Campbell’s Blue Bird 
bears out this fact. From a com- 
mercial point of view the lines of 
the recent Maybach are worthy of 
study. They form the next logical 
step to the sloping radiator, the low- 
hung fenders with valences, the in- 
clined windshield, the rounded rear 
roof corner and the convave rear 
body panel. 

I have laid emphasis upon the sub- 
ject of streamlining because the rear 
engine location, while associated 
with it, is distinct and subservient 
to it, Let us analyze some of the 
claims made for this type of con- 
struction, 

1, Vibration, noise and fumes are 
removed from the driver. This is 
true, but the passengers on the rear 
seat inherit what has been taken 
from the driver. Vibration and noise 
are at such a low ebb in the new 
engine that no driver can justly 
complain. In fact, many a skilled 
driver’s ears can catch an engine 
noise that might be remiss and 
which would not be possible in an 
isolated location. ‘The isolation of 
fumes can be properly taken care of 
with the forward engine location, as 
has been proved in bus work, where 
proper design and maintenance are 
adhered to. Body ventilation is, 
furthermore, independent of power 
plant location. 

2. Low Center of Gravity—There 
is a limit to the height at which'‘a 
person should sit in a car, the proper 
location being such that the eye is 
at the same level as when standing, 
inasmuch as all judgment, when 


has been proposed in which the for- 
ward end is “sprung” on the frame, 
This construction is equally objec- 
tionable owing to the unsprung 
weight involved. The loss of power 
or annoyances attributed to the pres- 
ent, properly-designed propeller 
shaft is a myth when contrasted 
with the proposed substitutes. 

5. Luggage Space—Present cars do 
not utilize the full vehicle width for 
useful -carrying capacity. This is 
bound to come and there will he 
plenty of stored space available 
which is not to be found today ex- 
cept in the experimental “stream- 
line” bodies that have been devel- 


(Continued on on Page 19) 


OENSLAGER, GOODRICH 
CHEMIST, GETS AWARD 


New York, Jan. 9—George Oen- 
slager of the B. F, Goodrich Com- 
pany laboratories in Akron, O., has 
been presented the Perkin medal for 
1933. He was awarded the honor 
for the pioneering work he has ac- 
complished for the rubber industry 
on organic accelerators of vulcani- 
zation. 

The Perkin medal, regarded as 
one of the highest honors which 
can be bestowed upon an American 
chemist, is awarded annually by the 
American section of the Society of 
Chemical Industry to a chemist in 
the United States for work done 
during any part of his career. 

Oenslager was given the medal at 
a meeting of the American section 
of the Society of Chemical Industry 
in the Electrical Institute Auditori- 
um, Grand Central Palace, follow- 
ing dinner at the Chemists’ Club. 
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lhe Leaders in Si tyle and Value 


* FOR 


1933 will be a great year for Federal truck merchants—now that the 
new Federal models are ready, with such new style and new value 


that truck buyers will be forced into action. 


The new Federal models for 1933 are totally different. Old ideas 
have been discarded. Just a glance at their appearance shows 
how far they are in advance of previous standards of truck building. 
Here is truck beauty in the true sense of the word. And this modern 
style is more than matched by mechanical excellence that offers the 


utmost in performance, dependability and long life. 


The artistic chromium plated slanting V-type radiator, a long stream- 


FEDERAL MOTOR TRUCK COMPANY » 


1933 . 


line hood and cowl with ventilator doors, wide sweeping fenders, 
heavy chromium plated bumper, head lamps and twin horns, con- 


tribute to the outstanding appearance of these vehicles. 


Your own conception of truck value—in all that value can mean—cannot 
compare with what has been accomplished in the new Federals. That is 
why you will want to know more about these history-making Federals 
for 1933—why the Federal franchise is the first truck proposition to 
know about this year. If you are in New York during Show Week, 
see us at the Show or at the Commodore Hotel. But if you don’t go 


to New York, write at once for the best truck news of the year. 


DETROIT 


Section B, 3rd Floor, Grand Central Palace 
Room 1547-1549 * Commodore Hotel 
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THE NEW ROCKNE DELIVERY CAR—$615 
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Studebaker Dealers a1 
bigger share of the 


they did a year ag 


F you made money in 1932 it was because you had salable 

merchandise—and your territory wasn’t crowded. But 

can you see enough business in sight for 1933 to justify 
carrying on? 


Isn’t a new line and a new line-up in order? 


This year the opportunity with Studebaker is greater than 
ever. The Studebaker line-up for 1933 is still more remark- 
able—still more dominant—in every price range. 


The brilliant, smart, fast-selling Rockne Six opens the 
line at $585 and up! Starting from scratch, Rockne Six, 
by the end of its first 9 months, had risen to Fifth, Fourth, 
Third Place in many of the most important markets! 


Can you sell it? You know you can! It’s selling, in vol- 
ume, everywhere it has adequate representation—and that’s 
in more than a thousand communities! 


Studebaker meets 1933 with important new engineering 
advancements of tremendous appeal. 


The great new development—power brakes—is standard 
equipment all through the 1933 Studebaker line. Studebaker 
dominates the thousand-dollar 
field with a brand-new 100- 
horsepower Commander Eight 
at $1000! And President 
Eight at $1325, and the Speed- 
way President at $1625! 
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South Bend, Indiana 


Firm Name 
Street Address. 
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lers are getting a 59% aan 
of the business than cat ae 
ar ago...are you? nade ton 


lable The popular Studebaker Six completes the coverage of the 
But great market below $1000, with its base price at $840. 





istify Pierce-Arrow offers a remarkable new Eight at $2385— 
and two magnificent Twelves of 160 and 175-horsepower at 
prices which give you absolute command of the fine-car 








situation! 
than 
sails Studebaker cars, Rockne cars, Pierce-Arrow’s Twelves 
and Eight, White trucks and buses, Studebaker trucks, 
@odiana trucks, Pierce-Arrow trucks, the new Rockne deliv- 
the ery unit and Studebaker funeral cars and ambulances—what 
= an array to give you what your market requires! 
— Studebaker is ready with a franchise that fits your market. 
Remember wherever dealer and territory merit it, you can 
_ represent every automobile and truck that Studebaker sponsors. 
sie Mail the coupon or write TODAY. Find out what Studebaker 
“a can do for you—then decide after you’ve got the facts! 
— THE STUDEBAKER—PIERCE-ARROW—ROCKNE SALES CORPORATION 
South Bend, Indiana 
dard 





akee STUDEBAKER ALONE OFFERS YOU 


— a Tailor-made’ 








ERCE-AR OW » ROCKNE SALES CORP. 





Franchise to insure you 
i our.sending me furth rticu- 5 e 
i (bligpion Oh way park 1am now a profit in 1933 - 


ing makes of cats: <& FILL THIS OUT—MAIL IT Now! THE MATCHLESS PIERCE-ARROW TRUCKS—$1950 to $7550 
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PITTSBURGH'S SHOW 
MOVED TO HOTEL IN 
DOWNTOWN DISTRICT 


Pittsburgh, Pa., Jan. 9.—The Pitts- 
burgh Automobile Show will be held 
January 23 to 28 at the William 
Penn Hote!, instead of Motor Square 
Garden, which has housed it in pre- 
vious years, according to an 
nouncement by W. N. Owings, sec- 
retary-manager of the Pittsburgh 
Automobile Dealers Association, pro- 
moters of the show. 

Exhibitors will show one car 
each make in the Chatterbox, the 
William Penn Hotel ballroom that 


{ 
| 


an- | 


of | 








te an Pee 


AUTOMOTIVE DAILY NEWS, TUESDAY, JANUARY 10, 1933 


Urban. The balance of the cars will 
be shown in the easily accessible 
lower Exhibition Hall. 


burgh Automobile Show will exhibit 
the world’s smallest broadcasting 
station, WEE, which will be put in 


An innovation this year will be] operation to send messages to other 


the free exhibits of chassis, acces- 
sories, parts, shop equipment, auto- 
motive supplies, 
radios located in the main lobby and 
lower lobby of the hotel. 

“This is a special arrangement,” 
said Mr. Owings, “which has been 
hailed with enthusiasm by all ex- 
hibitors. It will be almost impossible 
for any one to visit the show with- 
out viewing the parts, accessories, 
shop equipment, autometive supplies, 
refrigerators and radios.” 

“The change of location to the Wil- 








parts of the show. The station, 
which is 53 inches long and 19 


refrigerators and| inches high, operates on 4-100 watts 


of power. 


OLIVER FARM EQUIPMENT 
PROMOTION FOR SIVRIGHT 


Charles City, Ia., Jan. 9.—Cal 
Sivright, plant manager for the 
Hart-Parr branch, Oliver Farm 


Equipment Company, Chicago, has 
been made assistant to C. R. Mes- 
senger, president of the Oliver 


liam Penn Hotel puts the 1933 auto|company. R. E. Melvin, general su- 


show into the downtown shopping 
and theater district of Pittsburgh. 


was recently decorated by Joseph' As a special attraction, the Pitts- 


perintendent of the MHarr-Parr 
plant in Charles City, has been ad- 
vanced to plant manager. 








Now Duplate 


takes eye-strain out of driving 


This new safety glass now 
squint- proof, too! 


OR years, Duplate Safety Plate 
Glass has been recognized as a 
dependable safeguard against flying 
glass in motor accidents. 
the new Double-Protection Duplate 


provides protection against eye- 


fatigue, too! 
oO 


Certain ingredients have been add- 
ed to the glass which cause it to 
soften and tone down those intense, 
reflected lights which make driving 
behind ordinary plate glass one per- 
petual squint. By making these bright 
lights less intense, the new Duplate 
takes the eye-strain out of driving. 


This improved safety glass also 


et ... eyes fresh, unstre 


My 





But now 


tined behind DUPLATE 


eliminates entirely the light rays 
which cause discoloration. Therefore, 
Duplate remains clear and free from 
discoloration for the life of your car. 

Order out your cars with Double- 


Protection Duplate equipment. Itwill 


bring more prospects in for demon- 


strations—and help make sales. 








Visit the DUPLATE EXHIBIT 


at the Show! 


SPACE D-41 and 42— 4th FLOOR — 


GRAND CENTRAL PALACE 


Watch Duplate actually being manufactured 


at the Auto Show. See the fascinating tests of 
Duplate’s strength and eye-comfort qualities 


being made right before your eyes! 





| braking force at the wheels. 
llining wear and brake drum ex- 


POWER BRAKING, 


se meee alg aenase pee HgTe 


A NEW 


DEVELOPMENT IN CAR CONTROL 


(Continued from Page 12) 


On a long journey the saving in 
physical energy is very aparent. 

Equally apparent is the graduated 
smoothness with which the brakes 
may be operated. At touring speed 
a car travels from 100 to 125 feet 
per second. The saving of even a 
fraction of a second may mean the 
difference between a safe stop or a 
collision. “The very short movement 
from accelerator to brake treadle, 
without lifting the foot, saves frac- 
tional seconds in the operation of 
brakes and is definitely a score on 
the side of safety. 

By comparison with conventional 
braking systems, these power brakes 
save considerable stopping time and 
distance, and their increased power 
reserve almost eliminates the haz- 
ards of brake “fading.” Yet these 
faster stops are made almost uncon- 
sciously because of the ease of con- 
trol and the greater ability to gradu- 
ate or modulate the braking force 
at the wheels. Higher average road 
speeds may be maintained without 
excessive bursts of speed; another 
safety factor. . 

Still other advantages are pro- 
vided, not immediately evident to 
the driver. Small errors in initial 
brake adjustment right themselves 
after a brief period of brake use for 
a more even functioning of shoes at 
the wheels; and the period between 
the adjustments of brake shoes to 
drums has been lengthened through 
the use of full-power actuation. 
These can best be explained in an 
engineering analysis of the design. 
In such an analysis it should be 
kept in mind that the power unit 
and wheel brakes are separate, but 





related, elements of the entire 
system. 
Consider, first, the power unit. 


Unlike other types of power brake 
mechanisms it supplies all the force 
required to actuate the wheel brakes, 
the foot treadle bearing the same 
relation to it as does the accelerator 
to the engine. 

This unit is mounted on the pro- 
peller shaft immediately back of the | 
transmission and is lubricated from | 
the transmission. It operates on the | 
worm and nut principlk, deriving 
its power from the propeller shaft. 
As little as two inches of rear wheel 
travel on the road releases the full 
force of the power unit through 
brake cables to the shoes at the four 
wheels. Since the power available 
from this source is many times that 
required for full-power braking, it 


is possible to secure adequate 
mechanical advantage for easy 
operation, with ample reserve for 


shoe wear and “fading.” This makes 
possible the use of the simple 
treadle control with the operating 
advantage already mentioned. 

The ample power available also 
removes the necessity of servo- 
action, or self-energization of the 
brake shoes on the wheels, and 
permits a simpler wheel brake de- 
sign with attending advantages. 
Heretofore, the engineer has always 
had to compromise in the matter 
of mechanical advantage between 
foot pedal and the wheel brakes. A 
low mechanical advantage, tending 
to delay the necessity of shoe ad- 
justments at the wheels, has been 
gained only at the cost of high foot 
pedal pressure. A high mechanical 
advantage, with low pedal pressure, 
required frequent adjustments to | 
keep the pedal away from the floor 
boards and to avoid the risk of los- 
ing brake effectiveness when brake 
drums expand under heat. This has 


been the chief cause of loss of | 
“pedal” or braking control. In | 


Pierce - Arrow's power - actuated 
brake the control of the power unit | 
through the foot treadle is entirely | 
independent of the application of 
Brake | 


pansion, therefore, have no effect 
on the position of the break treadle, 
or its travel. 

Again, the engineer in the past 
has been limited in the amount of 
retraction, or brake release, that 
could be built into the system, since 





every additional pound of release 
provided built up foot pedal pres- 
sure. Thus, prompt release of 


brake-action was held within unde- 
sirable limits. 
With the wealth of aplying force 


|given by the board of control, 


| papers will 


|lighter foot pressure for the driver. , available through the Pierce-Arrow 


brake power unit, the engineer can 
be extravagant in the amount of 
retractive, or release, effort em- 
ployed. In the Pierce-Arrow appli- 
cation a spring exerting 150 pounds 
effort gives the driver instant and 
complete release of brake effort, 
removing all brake lag. 

Because servo, or wrapping action 
of the brake shoes is no longer 
necessary, or desirable, a very simple 
form of brake shoe construction has 
been employed with the added ad- 
vantage of complete interchange- 
ability -between wheels. In this 
simpler design a much greater part 
of the inside circumference of the 
brake drum can be filled with use- 
ful shoe area. This greater shoe 
area results in a reduction of unit 
pressures on the brake lining, add- 
ing much to brake lining life, with 
@ corresponding reduction in the 
possibility of linings scratching, o1 
scoring, the drums. 

In the 1933 Pierce-Arrow, power- 
actuated brakes are used in con- 
junction with high carbon alloy 
drums, these drums showing no in- 
dication of drum injury under the 
severest long continued brake appli- 
cation. This drum is of unusual con- 
struction. The ribbed ring. against 
which the shoes bear, is formed by 
piercing a small steel billet and then 
expanding and rolling it out to its 
finished form, so that the grain 
of the ring is nowhere broken. This 
ring is then welded at its edge to a 
pressed steel backing plate, produc- 
ing a drum of minimum weight and 


maximum wearing qualities, not 
easily subject to distortion under 
heat. 


Although a power unit has been 
added to the brake mechanism, the 
complete braking system actually 
employs but one-third the parts 
usually required for a conventional 
foot-power brake system, something 
less than 100 sepd@fate parts being 
required in the entire mechanism. 
The result is a much cleaner cut 
chassis layout than has heretofore 
been possible with conventicnal 
braking systems. 

The power-actuated brake, as 
built into the 1933 Pierce-Arrow 
chassis, seems to ideally fulfill the 
demand for more effective and safe 
brake control without erratic per- 
formance, and it adds other desir- 
able factors of long life, great sim- 
plicity, a modulated smooth appli- 
cation and a notably greater ease 
of control for cars of Pierce-Arrow’s 
size and weight. 


TRUCK FLEET DRIVERS 
TEST, WORCESTER PLAN 


Worcester, Mass., Jan. 9.—A series 
of questions covering a _ genera! 
knowledge test for truck fleet driv- 
ers was approved by the fleet com- 
mittee of the Safety Council yester- 
day aftemoon. The matter will g¢ 
before the board of control for final 
approval today. 

The questions are listed with three 
answers, and the man taking the 
test is asked to check the correct 
one. A Similar plan was carried out 
last year, but in that instance the 


driver was required to write the 
answer, 
George H. Hill, manager of the 


Safety Council, prepared the ques- 
ticas. Approximately 1,500 drivers 
will receive the list, if approval is 
The 
driver will check his answers and 
return the sheets to Mr. Hill. The 
be corrected and re- 
turned to all who fill them out. 


| 21ST NASHVILLE, TENN., SHOW 


TO BE HELD JANUARY 16-21 


Nashville, Tern., Jan. 9.—Nash- 
ville’s twenty-first annual automo- 


} bile show will open January 16 for 


a week's run. James Frazier is 
chairman, All members of the Nash- 
ville Automobile Trade Association, 
including dealers, brokers, tire deal- 
ers and jobbers will co-operate. 


If you want the fastest, most 
complete automotive news, registra- 
tion of cars and trucks, valuable 
business stories, read Automotive 
Daily News. It prints news days, 
often weeks, ahead of other automo- 
tive papers. 
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What Is a Wage-Earner? 


This nation has become so immersed with statistics | 


that its figures are concealing its facts. We have 
become like the man who couldn’t see the forest for 
the trees. 


We take some basic industry like Steel. We find 
production and employment are off a certain per cent. 
We take another basic industry like Automobiles. Car 
sales are down; therefore, employment is down. We 
go on to two or three more basic industries, take our 
sunken statistics, add them all together, and discover 
that the whole nation is sunk. 


Whereas, if such statistics were really in ratio to 
the facts, this country would probably be wiped off the 
face of the globe in less than a year, and the other civili- 
zations of the world would be given the jolt of the 
centuries. 


Meanwhile, however, in spite of statistical data, 
‘A merica continues to be the greatest going concern that 
any civilization has ever developed, still calling for a 
most tremendous output of actual physical work. 


Yet this simple fact is almost completely covered 
up with unemployment statistics and industrial indices. 


It will probably be hard for us to realize, therefore, 
that upon actual checking up of facts, in every thousand 
True Story Magazine homes there are one thousand one 
hundred and forty people still employed; and that when 
we figure this in terms of tens of millions of workers, 
statistics or no statistics, America is still some whale of 
a going concern. 


Our trouble may be that we don’t know what a 
wage-earner really is. We simply think of a wage- 
earner as one of a gang of factory workers lined up 
against a row of jigs or lathes. The wide sweep and 
intricate intermingling of America’s innumerable activi- 
ties is so much greater than that, that it’s hard in 
painting the picture to know just where to begin. 


A piece of string is probably as good a place as any. 


Here is a package, almost any package, that has 
come in from a store. 


As we untie the package, let’s hold the string in our 
hands a mfnute before it goes into the waste basket. 
Here is hemp from the Philippines, or jute from India. 
Great cargoes that rolled into San Francisco or New 
York harbor. And the moment those old ships came to 
dock, America’s work began. 


Dock laborers, foremen, billing clerks and check- 
ers, traffic men, streams of trucks at railway sidings, 
platform men, car loaders, brakemen, conductors, engi- 
neers, station masters, signal men, and down to section 
hands, who sometimes later become railway presidents. 
(They have, you. know, in quite a few cases.) 





Are you still holding the string? 'That’s only the 
beginning. You have only arrived now at the cordage 
plant, for you are not buying string from the Philippines 
and India. All you get from there is raw jute and hemp. 
So now you have more station masters, platform men, 
unloaders, switch trackmen, trucks, billing clerks, and 
so on. 


Now you are into the cordage plant where another 
set of men takes hold. That mass of stuff that came off 
the ship now has to be “heckled” and carded. And if 
you think you have been heckled during the last few 
years, you ought to see the way they “heckle” jute. And 
now with the help of combers, carders, hecklers, 
machine operators and engineers, it has become string 
at last. 


But still that string is only at the factory door. More 
platform men, more car loaders, more brakemen, engi- 
neers, conductors, more billing and shipping clerks, 
more train dispatchers must again get it on and off the 
train and deliver it to the wholesale house in your city. 
And more than half the time your wholesaler has to 
ship it out again to get it to the little store at Sneeden’s 
Landing or the big stores at Elmira or at South Chicago 
or Elgin. Whereupon there is more trucking, wrapping, 
platform men, and so on, the whole routine all over 
again. 


And that’s only the story of the string that we are 
just about to throw in the waste basket. The wrapping 
paper has just as great a story to tell before you have 
even gotten to what is inside. Paper—any kind of paper 
—is as thrilling a story as you would want to read. This 
magazine that we are holding now, that starts with a 
Canadian forest and winds up with reporters, editors, 
linotype men, make-up men, stereotype men, mat men, 
press men and delivery men, and runs into thousands 
upon thousands of units every issue, we will placidly 
read as if it were something that silently dropped from 
the skies. 


Look up the next time you start reading statistics, 
instead of looking down. No other nation at its best was 
ever as busy as this one at its worst. 


Here at True Story Magazine we get a first hand 
icture of the tremendous amount of physical work that 
is still going on. For True Story is the one great source 
of personal response on the part of the masses of wage- 
earning America who are doing that work, and that is 
where both the earning and the buying are still going on. 


No; your worry is not the wage-earning home, but 
the “White Collar” home. Here again, and for the first 
time, we now have far more than one earner to the 
home in the “White Collar” class. But oh, with what a 
different significance! The one purse that has done 
duty for so long in supporting a family is no longer 
enough. 


But that must be the story for another page. Oute 
side of the bare necessities of life, what does a consumer 
consume, and when? And how? And whyP 





| Sees Cars and Trucks 
In Definitely Better Kra 


By REX F. GLASSON, 

Federal Truck Company. 
With the coming of 1933 I believe 
the passenger car and truck dealers 
of America are coming inte a period | tion than at any time in recent 
of better times. | years. We have been going through 
I do not make this statement just |a period for the last two or three 


to meet a general custom of having | years where the general answer has 
something to say at , this time of the | been: “We need a new car or r truck 





_year. I make it because I honestly 
| believe it, 

Why do I believe it? 
Because there is a greater need 
today for new units of transporta- 





FRONT VEnw « new y Comtinentas four ohassis 


(as the case may be), but we're go- 
ing to get along the best we can for 
the time being.” The result has 
been that hundreds of thousands of 
units have been held in service be- 
yond the point of good business. 
The breaking point has now been 
reached, and they must of necessity 
|be replaced. Adequate transporta- 
tion is vital to the very life of the 
nation, and today this means the 
immediate buying of new cars and 
trucks. 

Then, the period of readjustment 
that both business and the individual 


more years is apparently about com- 
pleted. Houses in most instances 
are closer to being in order than for 
some time. This is bound to bring 
|}about a more settled feeling and a 
| greater sense of security in buying. 
|In fact, evidence almost everywhere 
points to improved sentiment. And 
improved sentiment is a necessary 
| forerunner to improved business. 

| The beginning of this new year 
| finds the highest quality merchan- 
| dise at the lowest prices in the his- 
{tory of the automotive industry. 
| There cannot help but be a market 
|for such/units. The public always 
|has and always will take advantage 
| of such buying opportunities. It is 
japparent to everybody that the “low” 
has been generally reached in all 
things and that the next thing to 
look for is an “upturn.” Thousands 
ian thousands who have “held off’ 





are smart enough to buy now before 
| they are called upon to pay more. 

| Dealers’ and manufacturers’ in- 
| ventories are low. With any kind 
‘ofa buying upturn, stocks will have 





have been going through for two or 
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to be replenished. This will start a 
sales cycle that will quickly be far 
reaching. Automobile manufactur- 
ers will increase their orders to sup- 
pliers, and an almost endless chain 
of activity will be started. This in 
turn means added employment and 
increased purchasing power. To the 
passenger car and truck dealer it 
spells sales. 


Another factor that will have a 


| beneficial effect this year is the gen- , 
| erally improved merchandising abil- 


ity of dealers and their salesmen. 
Because of conditions it has been 
necessary to bring every ounce of 
sales ability into Play in order to 











survive. Gradually this has devel- 
oped_a selling organization that is 
capable and anxious to take full ad- 
vantage of the better times that are 
coming. 

And so, I again repeat, that as 
1933 comes along every sign of the 
times seems to indicate “happy days 
will soon be here again” for the 
automobile and trucks dealers of 
America. 


CHEVROLET FRANCHISE 

Jefferson, Ia., Jan. 9.—The Jef- 
ferson Motor Company, of which 
W. B. Holt is manager, has taken 
over the Chevrolet dealership here. 


GETS 











END VIEW, showing detail of Continental’s winged power front engine 
_ mountings 
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C umulative New Passenger Car Registration Statistics, December, 1932 


In this table, 9 states 


Returns for today: Delaware, Michigan, Minnesota and South Dakota 
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SAYS OTHER VEHICLE 
DEVELOPMENTS MUST 
PRECEDE REAR ENGINE 


(Continued from Page 12) 


} 


oped and whose surplus space is not 
limited to the rear engined chassis. 

There is no doubt that many a 
the features presented will act as a 
spur on present design and make 
the designer conscious of their de- 
sirable incorporation in the pres- 
ent ‘vehicle. Automobile history is | 
replete with such episodes. Let 
now consider some of the objec- 
tions to the rear power plant. 


(a) Lack of Accessibility—aAl- 
though some of the new power | 
plants are desigared to give 25,000 
miles without the need of other 
than casual attention or servicing, 
the ability to reach the unit if it 
should give trouble, is more desir- | 
able. Rear-engined designs have 
suffered so far in this respect. 

(b) Cooling Problem—There has 
not yet been found an adequate sub- 
stitute of the direct impingement of 


us | 


the outside air on the _ radiator 
core; witness the front radiator 
location on the latest Burney car 
and the White city bus. In spite 


of the long water pipes, the radia- 
tor has been kept forward. The 
divorcement of the radiator from 
the power plant cannot be con- 
sidered a betterment over present 
practice; rather the reverse. 

(c) Lateral Acceleration—In the 
various proposed designs the forward 
seat is quite close to the front 
axle. This gives an accentuated 
lateral acceleration to the front | 
seat passengers as a result of | 
their greater distance from the rear | 
axle whose projected axis, of 
course, always passes through the 
center of rotation. 

(d) Safety in Head-On Collision— 
The mechanism forward of the dash 
in the conventional car offers a con- 
siderable mass to withstand head- 
on impact, To provide equal protec- | 
tion in the rear engined car a cus- 
tomary forward luggage space must 
be built, with adequate snubbing 
mechanism, which is possible, but at 
the expense of space and weight, 

(e) Control—The engine, clutch 








|} of the future 
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| and transmission controls must be 


transmitted to the rear location, re- 
sulting in a greater number of parts 


and added maintenance. 

(f) Rearing—In moving the center 
of gravity toward the rear axle the 
vehicle will tend to rear when ac- 
celerating. This might become se- 
rious should the relief. of weight 


| from the forward axle prevent im- 
| mediate responsive dirigibility. There 


be a 
when 


weight distri- 
the rear en- 


gain in 
braking 


might 
bution 


| gine car on the basis that the front 
|}and rear wheels are retarded to an 


equal extent. The current practice 


|of placing a greater braking effort | 


on the front axle has worked out 
|; well, howevers When future, ex- 
tremely high speeds become pos- 


sible, plane brakes or spoilers will 
be used for the initia! 
as in the case of the “Silver Bellet.” 

In the visionary “bag of tricks” 
repose streamlining 
(now taking hold in mild form), in- 
dividual wheel suspension, four- 
wheel drive and rear engines. Indi- 
vidual wheel suspension has also 
been mixed up in the’ combination 


The wonderful 
riding qualities of the Burney car 
are largely due to its individual sus- 
pension, 

Improved roads are claimed by 
some to obviate the necessity of this 
construction as compared with a few 
years ago, when the idea was first 
seriously considered in an experi- 
mental way. Temporarily, this holds 
true, but 
future will call for individual sus- 
pension. Roads that are seemingly 
smooth today will cause high im- 


pacts when traversed at 100 miles | 


an hour or better. 
Present suspension leaves much to 


be desired. The relatively stiff front | 
| springs, when striking a bump, force | 
| the front end of the car upward be-| 


cause of the inability of the springs 
to “swallow” the obstruction and ro- 
tate the car, as a whole, about a 
point near the center of gravity but 
toward the rear axle. There is a 
lacking sensitivity in the present 


| suspension method which the indi- | 


vidual wheel mounting, or some 
equivalent construction, can better 
cope with. The inertia during such 
rotation will be helped by lighter 
forward engine weight through the 


OPP L eee Lee eee eel 
y eas 


retardation | in its favor that cannot be applied 


the high speeds of the | 


| 
| 
| 


increased use of light alloys, which 
is also under way. A suitable sus- 
pension will, however, reduce this 


inertia in proportion to its effect- | 


| iveness. 


High speed, as the future will see 


it, demands the application of 


| power to all four wheels, and when 


its absence is 
than to revert 


we reach that point 
no more excusable 


to the use of a two-wheel brake. The | 


use of a power plant at each end of 
the vehicle or the use of a single 
one with transmission to the other 
end are possibilities. In the latter 


| case, the rear location is susceptible 


| that 


to these same arguments 

In this discussion it will be seen 
in analyzing the rear engine 
car without the assistance of such 
phases as streamlining or individual 
wheel suspension, there is nothing 


to the conventional construction. 
There are certain disadvantages that 
are sizable. Until the other phases 


|} of vehicle development have taken 











of streamlining and placing of the | distinct help to the others. 


engine at the rear. | tricks,” 


|L. McColister, 


place and each one is individually 
weighed, the rear engine will not 
come into its own unless it is a 
Of the 
items mentioned in the “bag of 
I firmly believe in the first 
three. The fourth—rear engines— 
is dependent on an extraneous con- 
dition which we have yet to realize. 
Until this comes about, if it ever 
does, why the rear engined car? 


DALLAS DEALERS ELECT 
HAMILTON AS PRESIDENT 


Dallas, Tex., Jan. 9.—The follow- 
ing offfcers were elected at the an- 
nual meeting of the Dallas Automo- 
tive Trades Association: President, 
C. S. Hamilton; vice-president, I. L. 
McColister; secretary-treasurer, Ed 


Maher. 

The directors elected include Wil- 
liam Morriss, Stewart B. Schuggs, I. 
Willard Chamber- 
lin. Ed Maher, H. D. Bradshaw, 
Fram M. Smith, A. B. Wright and 
Huge Schoelkopf. 

The association changed its mem- 
bership into two divisions, the re- 
tail automobile dealers and the 
automotive dealers. Previously the 
membership was divided into seven 
sections. 


AAA 


The Second Series of 





NEW YORK SHOW OPENS 
SATURDAY WITH FIFTY 


19 





| 
|} announced that Gov. Moore, Harold 


|G. Hoffman, state 


motor vehicle 


| commissioner and other state offi- 


DEALERS EXHIBITING 


Newark, N. J., Jan. 9.—The 1933 
Newark Automobile Show will be 
opened Saturday night at the 113th 
Infantry Armory in Sussex Avenue 
and will be held through the fol- 
lowing week until Saturday night, 
January 21. The New Jersey Auto- 


| mobile Exhibition Company will con- 


the show, with the Newark 
Trade Association participat- 


duct 
Auto 
ing. 

On the night that the Newark 
show closes the Jersey City Auto- 
mobile Show for 1933 will be opened 
at the Mid-Town Auto Salon, Ber- 
gen Avenue and Montgomery Street, 
Jersey City, for a period of one 
week, 

An attraction at the Newark show 
this year will be the special factory 
action exhibits, showing the effect 
of innovations introduced in the 
1933 models. In former years there 
have been spescial action exhibits 
displaying the operations of the va- 
rious parts of the mechanisms, but 
the added feature will show the ef- 
fect as well as the working of the 
new devices. 

Another departure, under space 
arrangements this year, by Claude 
E. Holgate, manager, is the inclusion 
of light commercial vehicles. 
exhibits in this branch include 
Chevrolet and Dodge commercial 
machines. 

The passenger cars to be shown 
in the automobile show include the 
Auburn, Buick, Cadillac, Chevrolet, 
Chrysler, De Soto, Dodge, Essex, 
Franklin, Graham-Paige, Hudson, 
Hupmobile, La Salle, Marmon, Olds- 
mobile, Packard, Pierce-Arrow, 
Plymouth, Pontiac, Reo, Rockne, 
Studebaker and Willys-Overland. 

The management declares that 
“elaborate decorations and resplen- 
dent lighting will contribute toward 
making the show one of the most 
spectacular in Newark’s long list of 
successful motor displays.” 

More than fifty dealers have 
contracted to exhibit 150 models in 
the Jersey City show. The arrange- 
ments committee, with offices in the 
Chamber of Commerce Building, has 


The | 


cials have accepted invitations to the 
show. Commissioner Arthur Potter- 
ton of Jersey City will officiate at 
the formal opening. 

The committee of dealers includes 


| Charles Holsey, Frank Klem,. John 


| 








| Kramer, Frank Hoonan, Everett Cox, 


Jack Kennedy, August Soutworth, 
W. H. McNaughton, Jack Barbasch, 
Harold Williamson, Reuben Bennett 
and Eugene Homan, 


The annual dinner dance of the 
| Hudson County Garage Owners As- 
}sociation will be held Thursday 
| night at the Hotel Plaza, Jersey 


| City. 


|MARCY WINS MILWAUKEE 


STUDEBAKER PROMOTION 


Milwaukee, Wis., Jan. 9—A W. 
Marcy, who for ninteen years has 
been building up 
me one of the most 
successful records 
in the Studebaker 
retail selling or- 
ganization, has 
become vice-presi- 
dent and general 
sales manager of 
Studebaker Sales, 
Inc., here. 

Mr. Marcy is 
one of the veter- 
ans of the auto- 
mobile business, 
having first entered the field in 
1910. His first connection with 
Studebaker came in 1914 as a re- 
tail salesman in Pasadena, Cal. He 
successively became sales manager, 
general manager and, finally, part 
owner in the business of Keller 
Brothers & Marcy of Pasadena, in 
which he is still a stockholder, 

In August, 1932, Mr. Marcy be- 
came associated with John G,. Woll- 
eager, who has been selling Stude- 
bakers in Milwaukee twenty years. 





A. W. Marcy 


| ALLIANCE BUICK TAKES ON 


PONTIAC FRANCHISE ALSO 
Alliance, O., Jan. 9.—The Alliance 
Buick Company has been appointed 
Pontiac dealer, replacing the Mer- 
rick Motor Car Company Alliance 
Buick will hold both the Buick and 
Pontiac franchises, and will main- 
tain sales and service facilities, 





Wost Imitaled Cur on the Road 


Graham —the style sensation of 1932 — 
is also the recognized style leader of 1933. 


BRAKRAM 


GRAHAM-PAIGE MOTORS CORPORATION 


DETROIT 


NEW SIX, beginning at $745. NEW EIGHTS, beginning at $845. Prices at factory, Special Equipment Extra. 
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1933 Is the Power Brake Year 


(Continued from Page 10) 


Little Hope of Improvement 
Noted by Atlanta Jobbers 


(Continued from Page 10) 


for a replacement, find out that it {seeing service man, “that the de- 
will cost more than he expected, and | pression will ultimately react on the 
state, frankly, that he will have to |new car market more than any other 
wait until pay-day for the money./sector of the automobile business. 
Sometimes they come back—then|/It has undone all of the careful 
sometimes they will find what they | work of automobile builders for the 
want for a lower price from some | past twenty-five years. 
competitor—or from a junkyard. “There was a time, four years ago, 
“The will to buy is there, all right,| When thousands of folks were per- 
but the necemery funds are not, and | Suaded that they should purchase a 
that chiefly accounts for lower busi-|new car every year. Hundreds of 


SAYS ENGINE-AT-REAR 
ABSOLUTELY VITAL TO 
FULL STREAMLINING 


By WALTER T. FISHLEIGII 
Consulting Engineer, Detroit 
“If we started out today to design 
a fast automobile and were not 
handicapped by precedent and fash- 
ion, our new automobile would not 


look, act or be mechanically ar- 
ranged like present automobiles.” 

This startling statement was made 

a year and a half ago before the 

summer meeting 


vehicle stopping not possible to ob- 


tain physically. 


Use of power in braking is for a 
(1) perfect control 


dual purpose: 
and (2) effective stopping. 


The control phase of power brak- 
ing has assumed the importance of 
an absolute essential, because en- 
gineers realize that it is impossible 
to secure both a push and pull 
effect on the brake pedal by means 
of the human leg. This means that 
foot action on the brake pedal can 
never be accomplished with exact- 













it is the one power free from limita- 
tions that would circumscribe its 
sphere of action. The force that 
can be obtained through its use is 
nearly unlimited—simply a matter 
of leverages. The simplicity of 
vacuum power is further shown in 
the retaining intact of the car 
maker’s regularly engineered brak- 
ing system, Vacuum power usage, 
therefore, brings to the car owner 
insurance that he will always be able 
to resort to physical control through 
the regular brakes in the very un- 


ness during the past year. 


“Of course, most of this business 
is a cash business, which is some 
much. 
Motorists seem to be quite definitely | 
Those who can afford 
to pay generally pay cash, and those 
who cannot will not ask for credit, 
but, as a general rule, will wait until 
they can lay their hands on some 


compensation, though not 


‘off’ credit. 


cash before buying.” 


Service department managers also 
report that business was not as good 
in 1932 as it was during the previous 


year, 
“Automobile owners,” 


are just going along for another si 


months, if they can, without making 


se there 
mae a man,| there is a general improvement all 


any repairs. 
is nothing in it for the serv 


“He gets the hardest types of jobs, 
and, in order to induce the customer 


thousands were convinced that they of the Society of 





ness due to the absence of the'neces- 


says one 
service manager, “may be divided 
into two classes: those who know a 
little about machinery and those 
who know nothing. Those with some 
mechanical knowledge are buying 
needed parts from the junkyard to a 
considerable extent and doing the 


7 ‘ ; not 
oo Renee. Se oe x | automobile industry depresses all, 


should trade in their car at the end 
lof the third or fourth year. Now 
they know, from practical experi- 
lence, that there’s lots of life in the 
old bus yet. They have been driving 
the car five, six or seven years now, 
often with only a few minor repairs, 
and they know that it will last two 
or three years longer, too. AS a 
matter of cold fact, the average au- 
tomobile has longer potential life 
than an yof us have given it credit 
for. The man in the street has 
found this out, too, with the result 
that turnover is going to be much 
slower. 

“We all predicted that if new cars 
wouldn’t sell, service and parts 
would, of necessity. But they haven't. 
When the owner hasn’t the money 
to purchase a new car he hasn’t got 
any for new parts or repairs, either. 
What depresses one phase of the 





and the parts and service ends of 
the business will not improve until 


along the line.” 
When that will be no one can pre- 


to let him have the job at all he/dict. In the meantime, parts men 


generally puts the price so low tha 
there isn’t any profit left.” 

This manager might have added— 
though he didn’t, that too much 
“shopping around” on the part of 
the automobile owner, and too great 
@ willingness to “do the job for a 
bit less than the other fellow” on 
the part of the service department 
and the garage, have helped to play 


havoc both with business and prices 


{| are expecting still further inroads 


from the retailing jobber and the 
junkyard, and no one has hit upon 
a remedy that will work. 


1932 GASOLINE TAX LOSS 
IN IOWA IS $1,600,000 


Des Moines, Ia., Jan. 9.—Gasoline 
tax collections in 1932 were nearly 
$1,600,000 less than the preceding 


in this territory. By their failure year. The 1932 total was $10,795,088. 
to hold out for a profit, the garages | In December the tax totaled $752,039, 


and service departments 


created a decided “buyer’s market” 
in which the automobile owner can 


get his repair work done for cost 
and less than cost. 

The result is that the volume of 
business is considerably under that 
done last year, with little prospect 
for an improvement during the com- 
ing year. 

“I am convinced,” says one far- 


have |cOmpared to $925,580 in December, 


1931, 


EXPANDS DEALERSHIP 


Kittanning, Pa., Jan. 9—J. A. 
Kirk, owner of the Ford dealership 
in Leechburg, has taken over the 
Ford dealership in Kittanning, oc- 
cupying the Walter D. Crim Com- 
pany building in North Jefferson 
Street. 





New York Jobbers’ Attitude 
Toward 1933 Is Optimistic 


(Continued from Page 10) 


averaged over 300 to each meeting. 

“While these meetings entail some 
expense, they will, without question, 
be of educational benefit to our 
customers and to our own staff, as 
well as build good will for us, and 
which is more important than all, 
they will bring customers into one 
of the best equipped, largest and 
cleanest brake service station. This 
perhaps was the main motive in 
conducting the clinics. 

“These clinics, or meetings, have 
definitely placed us in the brake 
equipment business, and are certain- 
ly of great assistance to our sales 
force when making calls on cus- 
tomers who have had representa- 
tives attend the meetings. 

H. H. Rudnick, president of Con- 
solidated Motor Parts, Inc., Brook- 
lyn, says: 

“We are very optimistic insofar as 
1933 is concerned. 

“We are looking forward to a 
healthy increase during the year. 
However, we might also report at 
this time, that our sales for 1932 are 
approximately 10 per cent. behind 
1931, and with the reduction in 
Overhead that we have effected, we 
beileve that we should make a fairly 
g00d showing. 

“We do believe that the replace- 
ment parts division of the automo- 
tive industry has perhaps suffered 
less than any other branch, espe- 
cially that of the new car sales. 

“We are contemplating a number 





John F, Creamer, president of 
Wheels, Inc., New York, says: 

“The position of Wheels, Inc., has 
been greatly strengthened by the 
addition of such important lines as 
Bendix brakes, Stromberg carbure- 
tor, Pines winter front, Cowdry 
brake tester and Houdaille shock ab- 
sorbers. The manufacturers of these 
products have just recently appoint- 
ed Wheels, Inc., as direct factory 
| distributor in the New York terri- 
tory.” 

Mr. Creamer states that the addi- 
tion of these important lines will 
greatly strengthen the position of 
|the company inthe specialized serv- 
ice field catering particularly to 
factory branches, truck operators, 
car dealers, garages, brake stations 
and tire dealers, 

Additional equipment has been 
installed at the service plant at 
Eleventh Avenue and Fifty-fourth 
Street to handle Stromberg car- 
buretor and Houdaille shock ab- 
sorber service, 

The Bendix brake show recondi- 
tioning plant has been expanded to 
larger production to adequately 
handle the exchange of worn Ben- 
dix brake shoes for those recondi- 


| fications. 
ering plans for representations 


through distributors in Connecticut 
and Long Island as well as some of 





of new stores for 1933, and hope to|the more important boroughs in the 


be able to carry out our plans.” 


metropolitan district. 


Automotive Engi- 
neers at White 
Sulphur Springs 
in a paper on 


“The ‘Tear-Drop 
Car.” It was not 
a radical state- 


ment—it was 
merely a frank 
facing of up-to- 

“ date automotive 

. 3. engineering facts 
Sn and related pres- 
ent-day engineering opportunities. 

It is as true today as it was eigh- 
teen months ago—only more so. 

It is, moreover, not a criticism of 
automobile engineering and automo- 
bile design as they have developed 
over a period of some three decades. 
I have been familiar with, and 
have had a small part in this de- 
velopment, and well appreciate its 
merit. The statement is merely a 
frank recognition of the fact ‘that 
progress and improvement have re- 
cently developed the automobile into 
a strictly “high speed vehicle,” as 
distinguished from its former classl- 
fication as comparatively “low 
speed.” 

It is a further recognition of the 
engineering fact, now well known, 
that fundamental considerations un- 
derlying such features as air resist- 
ance, fuel economy, riding comfort, 
clear vision, aerodynamic beauty 
and grace, for highway vehicles trav- 
eling through the air at speeds from 
50 to 100 miles per hour are entirely 
different from those for vehicles 
whose speed is, say, twenty-five 
miles per hour. 

We are justified in expecting fund- 
amental differences in overall shape 
and in mechanical arrangement be- 
tween our slowest forms of individ- 








(Continued on Page 22) 


TRANSFERS ANNOUNCED 
IN AUTOCAR COMPANY 
EXECUTIVE PERSONNEL 


Philadelphia, Jan, 9.—Transfers 
affecting important branches of the 
Autocar Com- 
pany’s system 
have been an- 
nounced from the 
company’s execu- 
tive offices in 
Ardmore. 

Charles E. Do- 
ling, a vice-presi- 
dent of the Auto- 
car Sales and 
Service Company, 
an Autocar Com- 
Edward F. Coogan pany subsidiary, 
has been transferred from the man- 
agership of the Philadelphia branch 
to the metropolitan New York area, 
where he has taken charge of Sales 
contacts with an important group 
of customers and prospects. 

Edward F, Coogan, also a vice- 
president of the subsidiary company, 
is being transferred from the man- 
agership of the Boston district in 
order to take Mr. Doling’s place in 
Philadelphia. Mr. Coogan has been 
a member of the Autocar branch 
organization since 1924, when he 
joined the New Haven branch as a 
salesman. Later he became man- 
ager of that branch and in May, 
1929, he was transferred to the man- 
agership at Boston. In the follow- 
ing year he was made’a vice-presi- 
dent of the subsidiary company, 
which operates branches for the Au- 
tocar Company in fifty cities. 

H. R. Gary, who for the past two 
years has supervised various Auto- 





M |car branch operations and dis- 
tioned and relined to factory speci- | S 


charged other executive duties as 


| assistant to. the president, with 


At present Wheels, Inc., is consid- | headquarters*in Ardmore, has been 
elected a vice-president of the Au- 
tocar Sales and Service Company 
and transferred to the Boston 
branch managership, succeeding Mr. 
Coogan, 





sary counteracting influence, or re- 
sistance, to check and guide the 
Power braking 
does give this reaction and results 
in an always controlled stopping 


brake application. 


operation. 


As an example of balanced, re- 
actionary effect in power brakes 
whereby the ordinary physical power 
is materially increased and metered 
accurately according to the urgency 
of the situation, take the instance of 
a man pushing open an easy swing- 
Absence of resistance to 
push makes it impossible for the 
man to smoothly open the door. 
There is no counteraction to guide 
him in knowing how much force to 
use. Now contrast the opening of 
this door with another door against 
the opening of which has been 
placed a graduated resistance. The 
second door can be opened easily, 
safely, without the person opening it 
being compelled to think about the 


ing door. 


operation. There is natural resist- 
ance, feel, there. This latter ar- 
rangement calls for a natural 


process. It calls for the co-ordina- 


tion of brain and physical effort. 

Another homely example that may 
aptly be cited is that of an office 
building or store revolving door. 
Visualize the inconvenience and 
even frequent accidents that would 
follow if this door were moveable 
without any resistance to guid the 
movement, 

In correctly engineered power 
brakes, the all-important control 
feature of reaction to the pressure 
of the foot is present from the first 
movement of the foot pedal. This 
reaction, or simple resistance, if you 
wish, being graduated, builds up as 
the pedal is moved forward. Obvi- 
ously then, power gauging by the 
B.-K. method of power control has 
been made foolproof by adhering to 
the basic law of human action—the 
telegraphing to the brain the prog- 
ress and intensity of the physical 
effort. On the other hand, negative 
action, lack of graduated resistance, 
gives rise to a situation which perils 
safe driving and could readily ac- 
count for any fear of the uninitiated 
layman that power brakes might 
subject those riding in cars to dan- 
ger from locked wheels, too sudden 
application and the constant dis- 
comfiture of faulty, uncontrolled 
attempts at stopping. Power control 
is the preciseness of machine opera- 
tion and counteractive balance in 
contrast with the unsteady foot ap- 
plication. More than this, it is 
metered power, always under control, 
and measureable. 

Power control of braking permits 
of a vast improvement in the link- 
age and in all control parts of the 
conventional braking system. In ad- 
dition to perfect, controlled braking, 
it serves as-a cushion or absorber to 
eliminate road shocks which nor- 
mally are transmitted to the brake 
pedal to the confusion and discom- 
fort of the driver. This added effi- 
ciency, together with more available 
braking pressure and scientific, or 
controlled, application, establishes 
power braking as the engineers’ 
standard to meet present day condi- 
tions. 

Vacuum power is ideal. This is a 
power potent, but Simple; easily and 
exactly controllable and admirably 
adaptable because of its flexibility to 
any design of mechanical or hy- 
draulic brake systems, 

Simplicity marks a power brake 
system using vacuum for power. 
Such equipment is free of intricate 
design, light in weight. Its unfail- 
ing and simple action reduces main- 
tenance expense to a minimum. 

The use of vacuum from the en- 
gine operation as a source of power 
for control of braking is logical. It 
is always available and in the max- 
imum degree when needed for brak- 
ing. It costs nothing to create; an 
otherwise wasted power. Moreover, 












likely event of power failure. 

Manufacturers are utilizing it for 
not only power brakes and clutch 
operation, but for windshield wipers 
and vacuum spark control. 

It is plainly evident-then that the 
manufacturers who standardize on 
vacuum power for control of brak- 
ing will have selected, in the opinion 
of engineers, the all-around 100 per 
cent, power. 

Vacuum, riding the crest of pres- 
ent-day popularity may be sup- 
planted by some other harnessed 
power in the course of engineering 
progress. What that power will be 
or when it will come none of us 
can do more than hazard a wild 
guess. That development is for the 
future. We are dealing with the 
facts of this year of 1933 and 1934. 

Another vacuum development to- 
day a virtual necessity due to the 
new conditions imposed on motor- 
ing, such as good roads, traffic con- 
gestion, traffic signals, etc., is the 
operated clutch by vacuum control. 
The engineers’ standard of this new 
era, which I have already described, 
contemplating safe control of all 
motoring operations, has called for 
new efforts, new achievements in 
vacuum clutch control design to 
meet the imperative demand for 
perfect and simple control of the 
motor car clutch, 

To meet the demand, the industry 
has been given the vacuum cush- 
ion-control automatic clutch. Cush- 
ion-control, a new development 
made practical by many months of 
intensive, painstaking tests, comes 
at a truly opportune time — just 
when the public is seriously consid- 
ering economical operation and 
convenient, safer control. 

When it is appreciated every pos- 
sible objection, serious or otherwise, 
to automatic clutch control has been 
thoughtfully anticipated and fully 
met in the almost uncanny action of 
this unique feature, cushion-control, 
the future does indeed appear bright 
for vacuum power to continue doing 
efficiently this last of the tedious 
tasks of car driving. 

The public, always responsive to 
the better, safer way of doing things, 
has become, as the advertising 
psychologists aptly say: “Control 
conscious.” For this reason the ad- 
vent of the automatic transmission 
seems close at hand. When it comes, 
it will be welcomed with open arms. 
Its coming, however, will not spell 
the end to the present cushion-con- 
trol vacuum power clutch; rather, 
one will supplement the other to 
give greater motoring enjoyment. 

Whether or not a new power 
eventually comes into being and un- 
dergoes the necessary period of years 
for its development; vacuum power, 
being an established and generally 
accepted power, is destined to be- 
come more and more essential to the 
completeness of motoring pleasure 
and the safe control of road vehicles. 

None of us can acquire full or 
strictly accurate knowledge of what 
the minds of the engincering fra- 
ternity are visualizing as the future 
power to propel and control automo- 
biles. We can only surmise that 
these minds are actively thinking of 
the future. 

In the meantime, let everyone 
hope nothing will retard the definite 
trend now under way toward all- 
power control of car driving. 





CHICAGO GASOLINE PRICES 
DOWN ONE CENT A GALLON 
Chicago, Jan. 9.—Reductions in 
the retail prices of all grades of 
gasoline 1 cent a gallon are an- 
nounced by the leading companies, 
effective in the Chicago area and 
most points throughout the Middle 
West. The new scale brings the 
figures, including 3 cents a gallon 
state tax and 1 cent Federal tax, 
to 12.6 cents a gallon for the sec- 
ond grade, 14.1 cents for the regu- 
lar and 17.1 for the high test brands. 








ROCKNE ANNOUNCES 
PANEL DELIVERY CAR 


(Continued from Page 1) 


Rockne Six chassis. It is powered 
by the Rockne 70-horsepower motor, 
and possesses all the Rockne fea- 
tures, such as free wheeling, motor 
floated in rubber mountings, aero- 
dynamic design, automatic starting 
and electro-plated pistons. 

The cab is sturdy, well built and 
roomy. Overall length of the body 
is 56% inches, and overall width is 
56% inches. Height is 51% inches. 
Driver’s seat is of the bucket type. 
There is a sun visor to prevent 
glare. Spare wheel mounted in front 
fender on right side is standard 
equipment. 


NASH DIRECTORS — 
DECLARE DIVIDEND 


(Continued from Page 1) 


company, payable February 1 to 
stock of record January 20. 

The report of Nash Motors Com- 
pany for the year ended November 
30, 1932, shows net income of $1,- 
029,552, after taxes, depreciation and 
other charges, equal to 38 cents a 
share on the 2,730,000 shares of is- 
sued no par stock. Excluding the 
83,800 shares held in the treasury, 
income was equal to 39 cents a share 
on the remaining 2,646,200 outstand- | 
ing shares. 

The company’s balance sheet as of | 
November 30, 1932, shows total as- | 
sets of $43,175,670. 


Current assets | 
totaled $24,145,138, including $32,134,- | 
276 in cash and United States gov- | 
ernment securitics. Inventories were | 
only $1,022,819. | 

Current liabilities amounted to $1,- 
145,300. The ratio of current assets | 
to current liabilities was 29.8 to 1.| 
Surplus totaled $26,301,315 

The report is certified by Peat, 
Marwick, Mitchell & Co., indepen- | 
dent public accountants. 

In his statement to stockholders 
Charles W. Nash, chairman of the 
board of directors, said: 

“The volume of business secured 
by your company during the year, | 





| 
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New Rockne Panel Model; Price $615 
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B-0-P TO ALLOW 
SOME DEALERS 10 
ADD OTHER LINES 


(Continued from Page 1) 


General Motors iine can be taken on. 

Mr. Grant feels that it is better to 
save the dealer than have him go 
out of business merely to satisfy a 
policy set down by B. O. P. He 
does not believe in coupling dealer- 
ships except for economic necessity; 
that is, to protect the dealer's in- 
vestment. 

It is not Mr. Grant’s intention to 
throw this proposition wide open, 


but rather he suggested to the deal-| 


ers: “I don’t want you to slip a 
new line in, any more than you 
would want us to slip a new dealer 
in your neighborhood. 
to come to us and put your cards 
on the table.” There were two other 


speakers, Lamont Dupont and I. J.| 


Reuten. W. A. Bleese, general sales 
manager, was toastmaster, 

Those at the speakcr’s table in- 
cluded: J. J. Costello, Philadelphia 
zone manager; F. C. Sibley, Boston 
zone manager; W. E. Holler, assis- 
tant sales manager Chevrolet; Har- 
ley Earle, art and color section, Fish- 
er Body; H. T. Hickey, general man- 


while lower than that obtained in|/ager Argonaut Realty; F. A. Oberheu, 


the previous year, nevertheless was | 
in keeping with the business done | 
by other companies in the industry. | 

“Your company enters 1933 with 
five new series of cars announced | 
January 7, including a Big- Six se- | 
ries with a four-door sedan, priced 
at $695, or $130 less than the lowest- | 
priced six-cylinder sedan in 1932, 
and the Standard Eight Series, with 
a four-door sedan listing at $845, 
which is $170 less than the lowest- | 
priced eight-cylinder sedan _ pro-| 
duced last year. 

“Due to your company’s known 
efficient and economical methods 
of operation, we are able to offer| 
these two new series at these at-| 
tractive prices, while still maintain- | 
ing the high standard of quality | 
which has been so long associated 
with our product. 

“It should be noted that the Nash 
Motors stock held in the Treasury 
has been taken at the lower of cost 
or market value as of November 30, 
that the company’s large holdings | 
of United States Government bonds 
and certificates were taken at the 
lower of cost or market and that all 
inventories of every nature were 
taken at the lower of cost or mar- 
ket. The company paid out in cash 
dividends to its stockholders $4,- 
095,000, and closed the year’s opera- 
tions with a balance amounting to 
$32,134,276 in cash and Government 
securities.” 











| George 
manager Buick; C. B. Stiffler, assis- | 
tant to-Mr. Reuter; Edward Winter, | 


president United Motors Service; L. 


|L. Short, president G. E. I. C.; C. E. 


Dawson, president General Motors 
fleet sales; J. P. 
ager General 
pany; B. G. Koether, director Gen- 
eral Motors sales section; John 


Wood, chief engineer, Olds; F. O. 


|Tanner, plant manager Pontiac; B. 


Cc’ 
vy 


H. Annibal, chief engineer Pontia 
Christopher, production 


|General Motors dealer, Germany; 
H. J. Klingler, vice-president and 
general manager Chevrolet; J. J. | 
Schumann, Jr., president General | 


Motors Acceptance Corporation; C. 
E. Wilson, vice-president General 
Motors; O. E. Hunt, vice-president 
General Motors; R. M. W. Shaw, 
Olds sales manage; A. E. de Loach, 
New York zone manager; 
White, Pontiac sales manager; L. 
P, Fisher, president Cadillac; Don- 
aldson Brown, vice-president Gen- 
eral Motors, chairman finance com- 
mittee; Lamont Dupont, chairman 
of board, General Motors: R. H. 
Grant, vice-president General Mo- 
tors. 

R. C. Gilmer, zone manager, 
Washington; L. J. Blunden, zone 
manager, Albany; Don Ahrens, as- 
ssistant sales manager, Cadillac; D. 
FP. Brother, vice-president and gen- 
eral manager, Campbell Ewald; J. 
T. Collins, general supervisor, B. O. 


. 


I want you} 


Little, sales man- | 
Motors Truck Com-| 


P. retail; H. H. Curtice, president 
A. C. Spark Plug; L. F. Skutt, presi- 
dent and general manager, Man- 


agement Service Corporation; P W.| 


Seiler, president and general man- 
ager, General Motors Truck Com- 
pany; H. T. Ewald, president, Camp- 
bell Ewald Company; A. L. Deane, 
president, General Motors Holding 
Corporation; C. E. McTavish, sales 
manager, General Motors of Can- 
ada; H. A. Brown, vice-president 
jand general manager, General Mo- 
tors of Canada; A. B. Connolly with 
H. K. Noyes, Buick distributor, Bos- 
ton; F. A.. Bower, chief engineer, 
Buick; C. E. Wetherald, vice-presi- 
dent, manufacturing, Chevrolet and 
Pontiac; C. L. McCuen, factory 
manager, Olds; H. J. C. Henderson, 
general sales manager, Fisher Body 
Corporation; J. C. Chick, general 
sales manager, Cadilac; Albert Brad- 
ley, vice-president in charge of fi- 
nance, general Motors; H. J. C. Mil- 
ler, B. O. P. eastern regional man- 
ager; W. F. Hofstader, Buick sales 
|}manager; W. A. Fisher, president, 
|Fisher Body; John Thomas Smith, 
general consul, General Motors; 
Courtney Johnson, assistant general 
|sales manger; M E. Coyle, vice- 
| president, Chevrolet; I. J. Reuter, 
| vice-president, Genera] Motors, 
| president, B. O. P., president and 
|}general manager, Buick and Olds; 
| W. A. Blees, general sales manager, 
B. 6. F. 





‘ESSEX COMMERCIAL 
LINE PRICED $530, UP 


(Continued from Page 1) 


| for bedy types: The Standard panel | 


| delivery, price $530; De Luxe panel 
| delivery, price $560; sedan delivery, 
price $545; and the express, the price 
of which has not been announced. 
The chassis price is $330. 


block-cast. Piston displacement, 193 
cubic inches; bore 215-16 inches; 
stroke 4% inches. N. A. C. C, horse- 
power 20.7; brake horsepower 70 at 
3,200 r. p. m. 

The clutch is a triple-sealed, oil- 
}ecushion type; accessible oiler on 
throw-out bearing, and the trans- 
| mission has selective three-speed, 
silent-second, sliding gear type. 
Constant-mesh gears, helically cut; 
rapid-shift design with synchro- 
nized speeds. 

Rear axle is semi-floating, one- 
piece banjo housing with welded 
cover; heavy-duty taper roller bear- 
ings; positive oiling of pinion bear- 
ings, 

Front axle is I-beam Elliott; in- 
clined spindle pin; ball thrust bear- 
ing above steering knuckle; nickel- 
molybdenum king pin. 

Brakes are four-wheel mechanical 








LOOKING a: the new Silver Arrow from above the streamline design is strikingly brought out 





Engine is a six-cylinder, L-head, | 











low-velociity type, serva action; 
cable control; weather-sealed; wide 
drum. 

Springs are semi-elliptic; rear 
splayed for stability. Framees are 
pox-girder pressed steel design gus- 
seted with heavy X cross member; 
side rails 6% inches deep. 

Wheels are stcel-spoke type; 17 
inches diameter. Tires are 17 by 
5.25 inches. Wheelbase is 106 inches. 


G. M. DECEMBER SALES 
IN U.S. UP 7.212 OVER 
NOV.; 510,060 FOR YEAR 


(Continued from Page 1) 


totaled 44.101, as against 2,405 in 
November and 68,650 in December 
a year ago. 

December sales of General Motors 
cars to dealers in the United States 
and Canada, together with ship- 
ments totaled 53,942, as 
against 5,781 in November and 79,- 
529 in December a year ago. 

Total sales to consumers in the 
United States for 1932 were 510,060, 


against 937,537 for 1931. Total sales 
to dealers in the United States for 
1932 were 472,859, against 928,630 for 


overseas, 


1931. Total sales to dealers in 
United States and Canada, plus 
overseas shipments for 1932, were 


562,970, against 1,074,709 in 1931. 

Below is a tabulation of General 
Motors monthly sal 
1931 and 1932 


| 


| 
| 
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SHOW ATTENDANCE 
GOOD DESPITE RAINS 


(Continued from Page 1) 





teen cars from the retail outlets in 
this city. Of this number ten were 
four-cylinder jobs, six were the 99 
six-cylinder car, and one was a 
Knight. And another interesting 
fact is that ten of the seventeen 
were clean sales with no trades in- 
volved. 

At the Continental booth, at the 
Palace, the men in charge reported 
a steady stream of interested visitors 
and a number of sales, no figures 
being given out on the latter, 

Rockne key feature was drawing 
large crowds to this booth. On Sat- 
urday a total of more than 6,000 
people received keys entitling them 
to visit the retail stores, with a 
pdeosant surprise as the incentive. 
The postal laws covering any opera- 
tion involving a chance forbid our 
being more explicit on this Rockne 
stunt, which has been onc of the 
interesting features of the show. 

With Saturday wholly and Mon- 
day partially accounted for( it is 
evident that while the 1933 show 
will not break all-time records, it 
will show a very satisfactory at- 
tendance and sales career. 


OPENS NEW COURSE 


Worcester, Mass.. Jan. 9—Worces- 
ter chapter of the American Society 
for Steel Treating opened its course 
in “Metallography and Heat Treat- 
ment of Steel” for the second year 
Monday night when registrations 
were taken for the series of twenty 
lectures. These are held two nights 
a week for ten weeks at the Mc- 
chanical Engineering Building at 
Worcester Polytechnic Institute. The 
class is in churge of Carl G. Jchn- 
son. 


NEW ACCESSORY DEALER 
West New York, N. J., Jan. 9.— 


|Edward Barnett has opened an au- 


tomobile accessories and radio sup- 


| plies store at 426A Bergenline Ave. 


Barnett was manager of the Comet 
Auto Supply Store in West New 
York for four years. 
ELECTROMATIC WINDSHIELD 
CLEANER EXHIBIT AT SHOW 
New York, Jan. 9.—Electromatic 
Windshield Cleaner Corporation, 121 


Ingraham St., Brooklyn, N. Y., is 
exhibiting at Space D-129 at the 
New York show. The company is 





represented by L. K. Mayer, vice- 


es for 1929, 1930,! president, and John H. Herzog 


0 ccertentmeneee - 


SALES TO CONSUMERS IN UNITED STATES 








1932 1931 1930 1929 

Ng acid aaa tian ° 47,942 61,566 74,167 73,989 
DO .. cvcnbeweces shana we 46,855 68,976 88,742 110,148 
NS ons keh nae dbs thane we 48,717 101,339 123,781 166,942 
orbs an ew cee ah ae $1,573 135,663 142,004 173,201 
IR ara nate ae wath disres coe eGo 63,500 122.717 131,817 169,034 
aE aida nica Ae aia 56,987 103,303 97,318 154,437 
<i pswkaeiaek cn awae Kae 32.849 85,054 80,147 147,079 
PRE rrr rer ore 37.230 69,876 86,426 151,722 
Es un on ge eak awn 34,694 51,740 75,805 124,723 
IN re a ar eda eara WA 25,941 49,042 57,757 114,408 
NS POPE P Ore Creer 12,780 34,673 41,757 68,893 
oe saw aee aie 19,992 53,588 57,929 44,216 

Total ee 510,060 937,537 1,057,710 1,498,792 

SALES TO DEALERS IN UNITED STATES 
1932 1931 1930 1929 

MN oo recs tae the 65,382 76,683 94,458 95,441 
oe ia aa ca 52,539 80,373 110,904 141,222 
Ne aa 48,383 98,943 118,081 176,510 
MEE a det nsaacs chaneedeas baa 69,029 132,629 132,365 176,634 
ES RE ARE er nee ae 60,270 136,778 136,169 175,873 
I er a ei ie eat aaa ea ag 46,148 100,270 87,595 163,704 
RE Poca ce uce ae ob eab de bas 31,096 78,723 70,716 157,111 
Ra Sh 6 ee Be ot ta 24,151 62,667 76,140 147,351 
NE PLE Oe TOOT 23,545 47,895 69,901 127,220 
DSN CRRA rr 5,810 21,305 22,924 98,559 
coat hens a ap eak ee 2,405 23,716 48,155 39,745 
MN ie Co ete cn ed wees 44,101 68,650 68,252 36,482 

NN 2 a re 472,859 928,630 1,035,660 1,535,852 


FOTAL SALES TO DEALERS IN U. S. AND CANADA, PLUS OVER- 
SEAS SHIPMENTS 


1932 1931 1930 1929 

Galak 74,710 89,349 106,509 127,580 
Ne oe a wiakiad 62,850 96,003 126,196 175,148 
RN. uahade canbe sens nes 59,696 119,195 135,930 220,391 
MEE: can tn soso enceeeeacnscee 78,359 154,252 150,661 227,718 
(fer ere ere rare rr 66,739 153,730 147,483 220.277 
Sas 52,561 111,668 97,440 200,754 
ee es hae alah aie ke 36,872 87,449 719,976 189 428 
Ee a ewe eap edn 30,419 70,078 85,610 168,185 
NN sce ca saakn ence 30,117 58,122 78,792 146,483 
reat a ea ae 10,924 25,975 28,253 122,164 
a peak aeeans 5,781 29,359 57,257 60,977 
DIOOOEAMOe . ic. ccsccebenrenes 53,942 79,529 80,008 40,222 
RN Ca ee an ae 562,970 1,074,709 1,174,115 1,899,267 


Unit sales of Chevrolet, Pontiac, Oldsmobile, Buick, La Salle and 
Cadillac passenger and commercial cars are included in the above figure, 








Claims Engine-at-the Rear Vital 
To Full, Efficient Streamlining 


(Continued from Page 20) 


cars, but crude mechanical con- 
struction and grotesqueness in shape 
and general appearance _ resulted 
from his restrictions. 

Sir Dennistoun Burney, 
land, has built and sold _ rear- 
engined, streamlined automobiles 


ual transportation and our fastest. 
It is difficult today io find an 


automotive engineer who will not 
agree that automobiles should be of 
full streamlined form and that the 
engine should be at the rear, These 
two ideas are inseparably associated. 
In fact, because of the geometry ot in which great improvement in air- 


the assembly, the engine at the rear |'esistance and fuel economy has 
|resulted. But here again failure to 


in Eng- 


idea is necessary to any practical ; 
accomplishment of full and efficient |@¢velop graceful body lines and 
streamlining of the automobile with- | Pleasing overall appearance has 


out impractical rear axle overhang milltated against the popularity of 
and impractical overall length of | ‘his development. 


car. The writer has developed and 
Every engineer knows that the {tested in an aerodynamic wind tun- 
engine ought to be at the rear, but |mel, quarter size models of a rear- 


engined full streamlined “Teardrop” 
car (See Fig, 2) in whicn attempt 
was made to incorporate beauty of 
line and charm in general appear- 
ance. The air resistance of a conven- 
tional sedan was substantially 2% 
times that of this “Teardrop” car at 
all speeds from 50 to 90 miles per 
hour. 


not one of them has devised a way to, 
get it there without the public dis- 
covering it and therefore worrying 
about it. Every engineer knows that 
tremendous advantages will come 
from full streamlined or so-called 
“Teardrop” automobiles, but not one 
of them has devised a chart or a 
graph which will predict how Dame 
Fashion will receive the first full This in terms of fuel economy, al- 
streamlined, engine - at - the -rear|jowing for rolling resistance in ad- 
models. But they will come, whether | gition to wind resistance, means 
by way of a series of gradual|that this “Teardrop” model five- 
changes in outward appearance Or | passenger sedan would run twice 
by way of one or two radical steps | as far on a gallon of gasoline as a 
five-passenger sedan, 
Putting it another way, if the two 
| car's were driven together over the 
same route at ordinary touring 
speeds, it would cost 50 cents for 
fuel for the “Teardrop” car every 
time that it cost $1 for the con- 
ventional sedan. 

Professor Lay, at the University 
;of Michigan, has reported a series of 
comparative wind-tunnel studies on 








will make yg difference in the | conventional 
result 


ultimate And they will pre- 





oo : different models, which indicate, 

FIG. 1—Juray streamlining with | first,.that it is now possible to de- 
engine in conventional position | sign a practical, fully streamlined 
vail, because of the tremendous im- ae ae _ ey a 
provements possible, not only in air | iit of the co a Me op one-thit , 
resistance and fuel economy, but | that of the conventional 1933 sedan; 
also in riding comfort, clear vision, | Second, that such streamlined car 
beauty and grace. should travel at 50 miles per hour 
Manufacturers today are “air- a fuel economy of 50 miles per 
minded.” The public is air-minded, |%@!on; third, that properly stream- 
They not only appreciate the sim- }lined rear end produces useless and 
ple beauty and grace of body lines | 0Jectionable overhang if the engine 
such as characterize the bird, the |!S located at the front, but only 


normal overhang and length of car 


trout, the zeppelin and the airplane, 

but they have been informed, by if the engine be located at the rear. 
way of authenticated aerodynamic |Thus are the problems of stream- 
tests, that almost unbelievable im-|lining and of engine-at-the-rear 


provement in air resistance and | inseparable, 

therefore in fuel economy or miles Streamlining is coming. Engines- 
per gallon can be obtained by |at-the-rear are coming. They are 
streamlining objects which are |coming, because of the following re- 


;}markable combination of improve- 
ments which will result therefrom 
a combination which 
}epoch in engineering achievement 
on through the air, has four times|}in the automotive field, both 
the air-resistance or “drag” which| mechanically and operatively: 

this same cylinder would have if} 1, One-third the air-resistance of 
fitted with a blunt, rounded rose and/ the conventional automobile at any 
@ properly tapered tail. And the| speed. , 
automobile is no exception to the 2. Twice as many miles per gallon 


at speed through the air. 

As a simple example, it is quite 
Startling at first to find that an 
ordinary solid cylinder moving end- 


traveling 


will mark an 


~ | pared 








SPARKS | 


(Continued from Page 2) j 








Rockne, where he is in line for a 
pleasant surprise. 

As each contestant is handed a 
key, then name and address are taken 
for future use. These keys were be- 
ing handed out at the rate of forty 
@ minute the first afternoon, and 
the final count for the afternoon 
and evening showed 6,000 had been 
taken. It is calculated that as a 
result Rockne will have a new list 


of at least 40,000 prospects. 
» 4 * 


I GAVE A PASS AWAY Saturday 
night, but I hardly feel I will get a 
call-down from Al Reeves for doing 
so, because Junior Owens, executive 
secretary of the National Bottlers 
Association, headquarters at Wash- 


ington, D. C., accepted it with the | 
understanding that he would go to | 
the Palace instanter and buy him- | 


self a new Packard. And our own 


George Slocum tells me his friend, ! 


Junior, is a man of his word. 
oo o 7 


YOU CAN’T GO INTO the Palace 
without either seeing the Pierce- 
Arrow Silver Arrow or having some 
one advise you to go take a peep at 
it. I was one of the thousands to 
do so, and I saw what I consider one 
of the smartest looking sport jobs 
ever turned out. And I also had the 
pleasure of meeting the man who 
designed that sensational stream- 
lined body, Jim Hughes, P. A.’s chief 
body engineer. It seems that this 
will be a limited production job. 
Only five will be built, and the price 
tag says $10,000. And if you don’t 
believe some people have that much 
to put into a new automobile let me 
tell you that Jim Hughes tells me 
all five have been sold already. 


« * 

RIGHT IN LINE with the above 
thought, there is the contribution of 
Sales Manager John Chick of Cadil- 
lac, who tells me that already forty- 
three of the V-16s, which are built 


to 400, have been sold. 
7 * - 


ONE MORE and I will call it a 
day. I want to quote R. L. John- 
son, advertising 
great weekly, Time. Johnson points 
with pride to his issue of January 9 


more automotive advertising 
twenty-nine pages—than any othe 
national weekly this week. 





scncesiieaienieicilaiaaiasdaciuiaiiiiaiamill 
WESTERN AUTO SUPPLY 
Kansas City, Jan: 9—Western 
/Auto Supply (Kansas City) reports 
December sales of $1,060,000, com- 
with $977,000 for the same 
1931 month, 
| cent. For 1932 sales amounted 
| $11,796,000, against $12,432,000 
the like period in 1931, 








to 





per cent. 
COLLINS & AIKMAN 
New York, Jan. 9.—Collins & Aik- 


general principles of aerodynamics |of gasoline, at touring speeds, owing | man reports for the nine months to 


or to the rules for efficient stream- to reduced air-resistance. 





2—Fishleigh’s rear-engined, full streamlined “Teardrop” 


3. Clear vision ahead, as a result 
of the removal of engine to rear. 

4. Elimination of noise, odors and 
vibration from the engine. because 
of its location behind the passen- 
ger compartment and its suspension 
on separate springs. 

5. Elimination of wind roar 
unstable controi at high speeds. 


FIG, 


car 


lining. In fact, 
passenger 


with its box-shaped ; 
compartment, its vertical 
rear end and its “air-claws” in the| 
way of protruding fenders, head | 
lamps, horns, axles, steering rods, 
bumpers, license tags, radiator stat- 
uettes, spare wheels and tires, spot 
lights, tail lamps, the automobile is | 
a fit subject for a clinic in a modern 


and 


aerodynamic hospital, and particu-| 6. Low center of gravity and 
larly for the attention of the aero-| over-all height. ; 
dynamic surgeon-in-chief, 7. Unmatched riding comfort, 


Paul Jaray, of Zeppelin fame, ap- 
plied simple streamlining principles 
to automobiles shortly after the war, 


|since both front and rear seats are 
suspended between the axles. 





8. Bridge-truss unit body con- 
restricting his work to cars wherein | ;|Struction, strong and light-weight, 
the engine had its conventional Jo- | with elimination of conventional 


cation out in front of the passenger | chassis ‘rame, 
comparement and also restricting! 9. Low cost, low 
the rear overhang as much as pos- | plified assembly. 
sible. (See Fig. 1.) 10. Beauty and grace, 
Aerodynamically, his work was re- 

markable, in that he reduced the! cL ASSIFIED 
air-resistance, or “drag,” to one- 
third that of contemporary German | 


weight and sim- 


ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


November 26 net loss of $579,240, 
after taxes and charges, compared 
with net profit of $1,203,323 in the 
like period of the preceding year, 
equal, after preferred dividends, to 
$1.41 a share on 565,000 shares of 
common stock. 


EVANS PRODUCTS 
New York, Jan. 9.—Evans Prod- 
ucts reports for the nine months 
ended September 30 net loss of 
$159,145 after charges and taxes, 
comparing with net loss of $6,965 
in the first nine months of the 
previous year. For the September 
quarter net loss amounted to $69,080 
after charges and taxes, against net 
loss of $72,702 in the preceding quar- 
ter and net loss of $13,745 in the 

September quarter of 1931. 


LEE RUBBER 

Conshohocken, Pa., Jan. 9.—Lee 
Rubber & Tire Corporation and sub- 
Sidiaries, year ended October 31 
(certified by independent auditors), 
net profit $150,032 after taxes, de- 
preciation, interest and inventory 
adjustments, equivalent to 55 cents 
a share (par $5) on 273,265 shares 
of capital stock, excluding 26,735 
shares held by the company. This 
compares with net loss $625,100 in 
the preceding fiscal year. Net sales 





totaled $6,411,099, against $6,768,460. 
In the year the company. purchased 
out of surplus 25,700 shares of its 
capital stock, bringing the amount 
owned to 26,735 shares acquired at 
a cost of $63,290, 


an increase of 8.5 per | 


for | 
a decline of | 





| 
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NEW TWO-PIECE aluminum and 


SIGNAL DEVICE REPEAL 
COMING UP IN JERSEY 


Trenton, N. J., Jan. 9.—Repeal of 
legislation requiring turning signal 
devices on commercial vehicles in | 
New Jersey will be made a first 
order of business for 
islature, Senator Horace G. Prall of 
Hunterdon said today. 

The requirement, imposed by the 
1932 Legislature, brought protest 
generally from truck owners, and the 
assertion from Harold G. Hoffman, 
state motor vehicle commissioner, 
that the law was poorly drawn and 
difficult of enforcement. Hoffman 
urged repeal or modification at the 


to order and the production limited | earliest opportunity. 


Truck owners obtained an injunc- | 
tion against Hoffman restraining | 


him from enforcing the law. 


manager of that} 


and makes the claim that it carr ies | 


r|nounced a 





FIRM NAME CHANGED 
Stamford, Conn., Jan. 9.—Tuthill 
Motors of Stamford, Inec., Ford 
dealership, of 880 Main St., has an- 
change of natrne_ to} 
| Stamford Motor Sales, Inc. 


| FINANCIAL NEWS New Austin Registrations 


Polk & Co., 


Compiled by mB. i. 


the 1933 Leg- | 


iron cylinder head on 1933 Hudson 
super-six 





NATIONAL CANADA SHOW 
AT TORONTO JAN. 14-21 


Toronto, Canada, Jan. 9 (UTPS). 
—Chief executives of the automobile 
jimanufacturing and distributing com- 
panies will be present for the an- 
nual dinner, at the Royal York 
Hotel, January 17, which will be 
the chief function held in connec- 
tion with the National Motor Show 
of Canada, to be staged here in the 
Automotive Palace, January 14 to 21 

Charles McCrea, minister of mines 
for Ontario, and Napier Moore, edito: 
of MacLean’s Magazine, are to be 
the featured speakers. During the 
show week, the various motor car 
| companies also will sponsor special 
'dinners, which will attract automo. 
\tive dealers from points as far dis- 
itant from here as Winnipeg and 
| Montreal 





LARGER QUARTERS 


Dallas, Tex., Jan. 9. — Larger 
quarters have been obtained by the 
Ben Griffin Auto Company, Auburn 
dealer 5 at i2i8- 22 South Ervay. 


First 11 Months of 1932 


Detroit, Mich. 


To 
State Jan. Feb. Mar. April May June July Aug.Sept. Oct. Nov. t rls 
Alabama ....... 1 ; a 3 12 34 39 =~ = 8D 
APIMODER ccccece “* “* ° ° 
AYKANSAS .cccce. i ne . : oa a . 1 1 2 ‘ 
|California ..... 12 17 «#1 =«613)~=«688 3 4 8 2 LL) 
Colorado 1 .. 
}Connecticut .... .. “¢ l l 1 
Delaware ye a ; e- . s * l 1 
a l 9 37 37 61 61 100 128 145 109 70 
|Georgia ........ - 1 5 a es 9 21 31 48 43 30 18 
NS POP re i a ‘ 3 l ia - ' 
PER 5 cesncinks 3 aaa l 1 ‘ 6. is oe l 
POGIOTR ociccces a se ee 5 1 10 i 
Iowa 1 3 l : ‘ 1 3 A “3 1 
Kansas 1 4 L . 1 3 3 1 
Kentucky ...... - 1 ° 1 “2 i f 3 14. 15 — 31 
Louisiana ....... A a aa 7 #24 32 26 20 10 
Re od kn wale : ee . oo 688 
BEOTVIONE 4. occas 2 oe at a . ac a a 3 1 i 
Massachusetts 2 ar 3 4 3 L 3) 4 . 3 
Michigan .....0: 2 2 l l aa an oa va 
Minnesota .....+ .. 3 1 1 1 ee i 1 
Mississippi ..... .. “3 cs a ch ry 2 5 8 4 IW 
Ree 4 1 4 4 l l aa 4 ° 1 QW 
BEORGOMA cacccee ac l 3 1 1 ee 1 ° | 
Nebraska ....... .. 3 l 2 ‘ ° ‘ ee 
RL is aa eae me a a ° eo ee 
New Hampshire ,, fe 2 ‘ ‘ es as on aa 2 
New Jersey ..... } a fe 1 2 & és f 
New Mexico . a, , ae 1 a ee ss 1 4 
New York ...... 2 3 4 2 9 3 5 4 4 2 1 39 
North Carolina. 1 2 17 12 14 16 «21 21 47 37 188 
North Dakota = o aS ce 7 a. el . 
ee 24duses eens 1 3 — 2 1 3 1 4 1 
Oklahoma ...... 3 2 1 ia ‘ 6 
Oregon ......0+: 1 7 <a ; oe oe a 1 os <k. ee 2 
Pennsylvania . 5 5 7 7 1 5 2 10 18 8 38 126 
Rhode Island .. 2 1 ea 2 1 on 1 | ae 7 
South Carolina. 1 2 l 2 as r a 8 24 41 83 
South Dakota .. .. 1 l 2 es a a +. 1 ) 
Tennessee ...... 1 a ay ; Ae 1 1 12 38 29 2 
IN etapa scans 4 3 3 1 2 2 3 3 9 30 
Ee 
VOTMORE ..ccce. - es on = es a ce “ae ‘ 
ae 11 l ba 4 5 1 3 2 2 3 1 33 
Washington 1 2 2 2 2 1 4 2 16 
West Virginia . 2 aa L aa 1 ae : 4 
Wisconsin ..... a 1 1 3: 1 2 8 
Wyoming ..... 1 me a ait Ree 1 
OP OR eo caane 1 1 2 6 10 
Totals......... 56 55 65 lil 142 113 133 225 319 441 407 2067 
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San Antonio Dealers Enter 


1933 Feeling Worst Past 


San Antonio, Tex., Jan. 9.—Auto- 
motive dealers of this city will enter 
1933 in much better condition than 
at the same period a year ago and 
with confidence that the worst is 
behind them. The consensus is that 
sales will improve during the first 
quarter, with a greater improvement 
during April, May and June and a 


real change to be noted during the | 


Jast quarter. 
A year ago, due to factories con- 


tinuing production until late in the 
year, local dealers found themselves | 
with many 1931 models still on their | 


hands and with the 1932 models an- 
nounced. In some instances old 
models were not disposed of until 
as late as June of this year. This 
resulted in many losses, tied up cap- 
ital and caused considerable worry. 


This year the picture has changed. 
Practically all dealers have cleared 
their sales floors of 1932 models, the 
used car stocks are lower than they 
have ever been and the reception 
of the new models has exceeded ex- 
pectations. The general financial 
condition of all dealerships is mate- 
rially improved, and all look forward 
to making some money during 1933. 

“We anticiipate a marked change 
in conditions during the first quar- 
ter of the new year,” O. E, Lancas- 
ter, sales manager for Winerich Mo- 
tor Sales Company, distributor for 
Pierce-Arrow, Studebaker, Rockne 
and Willys-Overland, stated. “We 
have cleaned up our old models, our 
used car stock is low and we expect 
to do a good business with the new 
models. Credit conditions are bet- 
ter, and the _ repossessions have 
practically disappeared. 

“The money situation 
have become slightly relieved. 
hard to define just what has hap- 
pened, and the change has been so 
slight as to be hardly noticeable, 
nevertheless, there has been a 
change, and it is not for the better. 

“We do not expect any 


ods of operation during the 
year. 
be about as 
made, the only difficulty being in|} 
getting sales. 
a gradual improvement 


new 


business conditions. While the} 
change will be constantly for the 
better, we do not look for any 


marked improvement before the fall 
of 1933.” 

A similar attitude is taken by E. C 
Spires, sales manager for the San 
Antcnio Buick Company. Speaking 
for his company, Mr. Spires says: 

“We look forward to the new year 
with considerable more optimism | 
than we have experienced in some 
time. The reception of the new 
Buicks has been very encouraging, 
and we expect to do a good business | 
with these new models. The addi- 
tion of the Oldsmobile at the first 
of the year will assist our sales vo)- | 
ume, and will give us a first class 
car in a price class below the Buick, | 
which will enable us to broaden our 
field of activities. 

“With the Buicks and Oldsmobiles, | 
we expect to show an increase in 
business, and expect to make some 
money, General business conditions | 
are showing an improvement, and | 
we are having some good results at | 
the present time. If sales are good | 
during the spring months, when | 
automobile sales are at their best, 
I believe that there will be sufficient 
impetus to put business around the | 
corner and uphill to prosperity.” 

S. Smith, president of the Smith | 
Motor Sales Company, Chevrolet | 


dealership, also takes an optimistic | 
attitude in predicting business for 
1933. 


“Dealers are in much better con- 
dition at present than they were a 
year ago,’ Mr. Smith said, “since | 
they have had an opportunity tic 
clear their sales floors of the 1932) 
models. We have only one 1932 car 
in stock, and have sold all our dem- 
onstrators. Last year, due to the 
manufacturers continuing produc- | 
tion until late in the year con the! 
1931 models, and at the same time 
bringing out the 1932 cars, many} 
dealers tound themselves with a 
large stock of old cars on hand, | 
which mace it doubly hard to dis- 
pose of them and at the same time 
handle the sales impetus created by 
the new Cars, 

“With our old model stock prac- 
tically ni], with our used cars down 
to a minimum, and with a new, en- 
couraging interest in the new Chev- 





rolets, we expect to see an improve- 


| number of concerns that have added 


NEW JERSEY DEALERS |" consene oat nave sade 
LOOK FOR 1933 PICKUP. "22¢ to vee 


Service business | among dealerships 


IN SALES OF NEW CARS has held up remarkably well when 


| taken in consideration with the new 
|}and used car sales losses. 


¢.—New models, | Alfred De Cozen, president and 


Newark, N., 2 Jan. 


23 


the reduction in price wil benefit 
the entire industry. 

“I have no doubt but what the 
next three months will reveal a no- 
ticeable improvement.” 

De Cozen Motor Ccmpany, during 
1932, shows a 30 per cent. loss in 
new car Sales as compared with 1931, 
and used car sales were off 23 per 











seems to | 
It is 


radical | 
changes in sales policies or in meth- | 
The present set-up seems to} 
efficient as could be | 


These will come with | 
in general | 


ment in business during 1933. The 
financial condition is improved; 
collections are good; the number of| are 


repossessions has been cut to a very 
low figure, and general business 
conditions are much better stabil- 
ized. With these conditions before 


seen as three _ factors 


tors and dealers. 





us, there seems no possibility of| One of the big features in New 
—~ Jersey automobile circles has been | 
(Continued on | Page 25) the shift in dealerships and the 





ONE 





@ When a franchise comes on the scene that 
gives dealers sales opportunity in a heretofore 
uncovered market—as near to a virgin market 
as anything since the day the automobile busi- 
ness began—there is good reason for the trade 
to sit up and take notice. 








Up to now, there has never been an air-cooled 
car in the price class under $2000. With 1933, 
a car is introduced for the first time in that large 
middle price field... the air-cooled Franklin 
Olympic, which lists at $1385 f. 0. b. factory. 
Here is a source of profit never before tapped 
a ground-floor dealer opportunity. 










Sale of the air-cooled Franklin Olympic has 
all the important fundamentals to brighten the 
picture in 1933 for dealers. And here is w hy: 






1. This new Olympic 
is a different car. When 
confronted with 







you are 
getting business by hard- 
fisted selling, you arent 





popularity. 





helped much by “just an- 


What you wart 





aireralt use. 





other car”. 
is a car with exclusive sell- 







ing points. 

2. With the air-cooled 
Olympic you get away from 
the influence of killing com- 






plane in tests. 





petition... for once a pros- 


pect is sold on air-cooling. 






he goes to Franklin... and 





there only. 
3. You want a selling 
proposition where the 






bloom will stay on the rose, 
Like one automobile maker 
“Franklin, be- 






put Bias ie 


















Name 









lower prices and a general realign- | general manager of De Cozen Motor 


ment in dealerships in New Jersey | Car Company of Newark Chrysler 
that | distributor, 
East Orange and Paterson, 

“I sincerely believe that 1933 will 
show from 
|cent. increase in business throughout 
Lthe entire industry. 
interest 
i the introduction of new models and! 


should result in increased sales of 
new cars in the first quarter of 1933, 
in the opinion of leading distribu- 








The foilowing facts are significant 


@ Air-cooled power is the most efficient, 


e Air-cooled power enjoys the fastest growing 
Air-cooled motors are practically universal in 


Aviation made its greatest strides after the 
adoption of air-cooling. 

The Franklin engine is an airplane-type, super- 
charged power plant, which actually flew a 


e@ An air-cooled car is now available at $1385— 
the Olympic—first Franklin under $2000. 

e ‘Thousands of persons have looked forward for 
years to the day when they could purchase 
a Franklin-built car at this price. 





ym - 


FRANKLIN AUTOMOBILE COMPANY, Syracuse, New York 


I am interested. Without obligations, will you please send me details concerning the Franklin Olympic Franchise. 


oI ss nainintiteicncinenisiaamaniitin 





cent. 


operating branches in 
Says: per cent. 
Service business 


10 per cent, to 30 per 





I feel that the 
shown by the people since 


loss of 30 per cent., 


WAY 


to meet the 


1933 Profit Problems 


cause of its exclusive features, is the one company 
in the industry able to make a plan which cannot 
he upset overnight by counter announcements of 
competition.” 

4. Be sure that your hard work in 1933 will build 
permanent customers. You know that once a man is 
a Franklin Owner, air-cooling holds him in line for 
many future purchases. 

5. Be hooked up with a growing market, 
Olympic is extending Franklin sales in a field where 
This market has al- 


The new 


air-cooling favor will multiply. 
ready been pioneered by years of Franklin advertis- 
ing—from now on Franklin dealers will cash in on 
it at an ine reasing rale. 

6. Profitable volume is the net of the new Franklin 
proposition. Maybe you're trying to build a paying 
business on the same general class of product as your 
five or ten competitors. Get away from such limita- 

tions... Handle a line with 
sales potential that is yours 
alone. The keener competi- 
tion gets, the better fortified 
you are to be selling an air- 
cooled car...of wonderful 
reputation, with the most 
loyal and enthusiastic own- 
ers, with models appealing 
to all classes from $1000 up. 


Prepare to share in the 
profits the $1385 air-cooled 
Olympic offers today... 
Handle itexclusively,or asa 
companion line. Get started 
NOW on this positive stim- 
ulation to your business... 
Write to John FE. Williams, 
Vice-President in Charge of 
Sales, Frankliv Automobile 
WY. 


Company... Syracuse, 


———a 


Address City___ 


showed 


A decrease of 21 per cent. i 
parts sales is reported, while service 
business showed a decline of only 8 


up best 
with Holsey Auto Sales Company of 
Jersey City, Chevrolet dealer, 


(Continued on Page 25) 



















with a 
as compared 









DODGE ADDS TRUCK 


LINES BASED $450 


(Continued from Page 1) 


Floating Power Commercial Sedan, 
a Commercial Express and a Com- 
mercial Panel job. The factory list 


prices of the three types are: Com- 
mercial express, $450; Commercial 
Panel, $540; Commercial Sedan, $555. 


The body of the sedan is 53 inches | 


inches 
and 


long, 44%. inches wide, 44% 
high The use of moldings 


rounded corners aids in giving the | 


car a notable style distinction. 
Sloping V-shaped radiator front, 
fenders which conceal the chassis 
both front and rear and are set otf 
with beading at the center and 


around the edges, windshield frames | 


are of the sloping type, with rounded 
front headers, and hoods which ex- 
tend almost to the base of the wind- 
Shield, concealing the usual cowl. 

The dash is heavily ribbed, a feat- 
ure which eliminates “drumming” 
noises; it is also insulated inside 
with a special compound, which in 
turn is covered with felt and rubber- 
oid to keep engine noises out of the 


front compartment while insulating | 


the compartment against heat from 
the engine in the summer and 
against cold in the winter. A hand- 
operated Cowl ventilator, just back 
of the hood ledge, permits the driver 
to secure just the amount of ventila 
tion he desires. 

For structual body strength, even 
the door pillars are an integral part 
of the body sides, being flash-welded 


to the cowl and the rear end of the | 
| which, in addition to adding to ap-| 


Side panels. 
There are no separate roof side 








That You Can 


A 





your prospects, 


This 


“tested” 


daily newspaper 


selling ideas 
makers. 
for this valuable service. 

This paper keep; 
the 


you 


activities in 


doing and it gives it to 


Automotive Daily News 
1926 Broadway, 
New York, N. Y. 





Gentlemen: 
Inclosed find $12.00 for 


the Automotive Daily News. 
years, 


Name 


Address 


Connection with industry 


Ideas 


LL automobiles, regardless of make, are today 
so mechanically wonderful, so beautifully de- 
signed, that to get your share of 1933's business 
manufacturers and dealers must keep a steady flow 
of new, forceful and convincing selling ideas before 
The best and most reliable method 
of keeping in step with the latest automotive ideas 
is to read the Automotive Daily News regularly. 
gives 
that 

And it costs less than 


industry. 
news, sales figures of passenger cars and trucks. 


It gives you the news of what other dealers are 
can act on it before your competitors can. 


Make use of the cony 
and start the year off right. 


-°2-+-+- USE THIS CONVENIENT ORDER FORM -.« .- « « 







| 


| 

| panels; these are formed integral 
| with the body sides, and curve over 
lthe top. In addition, body sides 
stamped with a depressed panel ex- 


tend from just back of the front door | 


hinge to the rear end of the body. 
|This panel offers opportunity for 
the attractive display of advertising. 
Newness and style characterise 
|the front doors, which are of all- 
| steel construction, with large, hand- 
|crank operated drop windows. 
| The commercial sedan door is 
|hung at he left on large, sagproof, 
| sedan-type hinges The roof is of 
| the set-in type. It is permanently 
sealed in place by a crairgproof com- 
pound, the consistency of which 
does not vary with temperature. 
The floor is of heavy plywood, 


pearance and simplifying cleaning, 
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Dodge 6 Sedan Delivery; Price $555 


also lends considerable strength to? 


the body structure. 

Loading space illumination is pro- 
vided by a dome light controlled 
from two switches—one integral with 
the light, the other at the rear of 
the left door. 





'N. A. D. A. DISCUSSES 
| 


DEALER PROBLEMS 


(Continued from Page 1) 


cussions of pertinent problems which 
concern the automobile dealer, which 
included sales, service, used cars, 
co-operative buying and the outlook 
for the coming year. 

Roy H. Faulkner, president Pierce- 
Arrow Sales Corporation, said the 
factories need to keep dealers and 
realizes that their success is tied up 
with that of their dealers. 

Most improvements in motor 
cars, said Mr. Faulkner, have been 
brought about by sales organization, 
but sales haven't kept pace with the 
engineers. 

The used car problem is the fault 
of salesmen over a period of years. 
It began when salesmen returned to 
a new car buyer at the end of a year 
and convinced him that it was to 
his advantage to trade in his car 
with an additional payment of $400 
for a new one, because there was a 
market for the used car. The used 
car problem is not licked yet. It 
amountci to renting a car to an 
owner for $50 per month. 

The speaker urged all dealers to 
use the results of factory surveys to 
the fullest extent. The factories are 
trying to help, and the surveys arc 
the results of serious efforts to help 
new car Sales. Many dealers, the 
speaker said, would “be in black” if 
sales were increased 15 per cent. and 
prospcrity would return if the in- 
crease could be made 30 per cent. 

Harry G. Moock, general sales 
manager, Plymouth Motor Corpora- 
tion, speaking on “Used Car Sales,” 
prefaced his remarks with the state- 
ments: (1) There is no solution to 
the used car problem; (2) used cars 
in relation to new cars are not an 
evil any more than the automobile 
is a weapon in fatalities; it’s the 
man behind the gun who determines 
whether it is good or bad; (3) the 
fatalities among dealers through 
used car losses are due to the man 
behind the gun. 

The great need, Mr. Moock con- 
tinued, is to get fundamentals under 
control. Boiled down, these essen- 
tials are: The used car manager; 
systematic buying; reconditioning; 
man power; attractive display; sales 
direction; consistent advertising; 
proper signs; selling connections; 
proper forms; guarantee; literature 
distribution. If these fundamentals 
are followed, new car losses can be 
cut 25 per cent. and sales can be 
increased 25 per cent. A series of 
charts emphasizing the fundamen- 
tals, and detailed application as pre- 
pared for Plymouth dealers, were 
displayed. These were made avail- 








able to NADA members who desired 
them. 


— 
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Advertising 
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SHOP EQUIPMENT 

DRUM LATHE BARGAIN—Shlightly used 
South Bend Brake Drum and General- 
Purpose Lathe. Write or call. South Bend 
Lathe Works, 499 Madison, South Bend 


“The average new car merchant 
has been insincere in his attitude 
toward service in the past,” said J. 
W. Tarbill, Cincinnati, O., distribu- 
tor of Packard and Studebaker cars, 
in the discussion of his subject, 
“How Scientific Service Saved My 
Bacon.” Pointing to the fact that 
resale depends on service, he raised 
the question, “Why have dealers 
neglected service?” 

His organization, in promoting ser- 
vice in the past several months, has 
expended $25,000 on equipment and 
advertising of various kinds. The 
old feel, hear and smeli methods 
have been discarded in scientific 
service by instrumentation, so that 
the guesswork and dissatisfaction re- 
sulting from the old methods of 
diagnosis have been eliminated. 

In addition to the latest means 
of diagnosing trouble the shop must 
be well equipped both in men and 
tools to correct service difficulties. 
The need for building up confidence 
in service in the mind of the cus- 
tomer was stressed. The shopmen 
and salesmen must be sold on the 
efficacy of scientific service against 
the notion of some “old-timers” that 
up-to-date equipment and methods 
are new-fangled. 

Mr. Tarbill classifies his custom- 
ers as active, delinquent or dead. 
The active customer is one who 
comes to the service station within 
periods of ninety days; he is de- 
linquent if he remains away over 
ninety days, and dead if he stays 
away over six months. The object 
of the organization is to increase 
the number of active customers and 
the effort is first expended on Pack- 
ard owners. Owners of other makes 
of cars are also approached. 

A free inspection, which consumes 
about an hour, is offered, and the 
customer is asSured that this inspec- 
tion does not obligate him in any 
way. However, after the customer 
discusses the inspection with the 
Service manager and has the diffi- 
culties presented properly, business 
results. 

Mr. Tarbill, reviewing the efforts 
of the past eight months, showed 
that his organization had been suc- 
cessful in obtaining 377 new custo- 
mers, Of which 299 were Packard 
owners. Three hundred and seventy 





Street. 


GENERAL MOTORS LINE—Waldorf-Astoria Hotel, 50th Street 


and Park Avenue. 


LINCOLN MOTOR CAR COMPANY—Park Lane Hotel, salon. 
MARMON—Commodore Hotel, 
CHRYSLER-DE SOTO-DODGE AND PLYMOUTH—Chrysler 


Building, 395 Lexington Ave., First 


PACKARD—Roosevelt Hotel, 


lobby for car display and main dining room for research display, and 
Biltmore Hotel, Madison Avenue and 43d Street. 


BUCKEYE RELINER PRODUCING COMPANY, Lima, O., 


Edison Hotel. 


DETROIT METAL SPECIALTY CORPORATION, Detroit, Mich., 


at Commodore Hotel. 


THE S. E. HYMAN COMPANY, Fremont, O., at Edison Hotel. 


L. G. S. DEVICES CORPORATION, Indianapolis, Ind.—L. G. 8. 
Free Wheel Units at Auburn and Chevrolet booths. 


THE SHAWVER COMPANY, Springfield 0., at Lincoln Hotel. 


WEISS ENGINEERING CORPORATION, New York, N. Y¥.— 
Exhibit at office, Grand Central Terminal Building. 


YANKEE METAL PRODUCTS CORPORATION, New York, N. ¥., 


at Edison Hotel. 





Special Exhibits in New York 


AUBURN-CORD—Commodore Hotel, 








active customers spent $5,800 in 
eight months. The new equipment 
cost $5,719. In concluding, Mr. Tar- 
bill questioned the neglect of a de- 
partment which offered such large 
potentialities fcr profit. 

In discussing “How a Distributor 
Can Help His Dealers Make Money 
by Co-operative Buying of Indis- 
pensible Accessories,’ he remarked 
that the automobile business today 
offered the most advantages, point- 
ing to the large number of cars over 
four years old which must be re- 
placed. Automobiles are merchan- 
dise, as they have been for the past 
twenty-five years through distrib- 
utors and dealers, while other bus- 
inesses, such as the electrical equip- 
ment field, which starte@ out in 
that way, are now selling their prod- 
ucts through department stores, pub- 
lic utility and mail order organi- 
zations, 

There are too many automobile 
dealers, Mr. Gambill said. There 
should be 10,000 or 15,000 less. There 
are too many dealers in cities of 
50,000 to 75,000 population, partic- 
ularly for the dealers to make money. 
The overhead is practically the same 
for a 250-car franchise as for one 
handling 450 cars Dealers must 
|have greater volume. 

“The Automobile Outlook for 1933” 
was presented by C, A. Musselman, 
president, Chilton Publishing Com- 
pany. Mr. Musselman, analyzing the 
use of automobiles, pointed out that 
there has been little variation in 
automobile registrations from 1929 to 
| 1932. 

He stated that if dealers are able 
to do the same business in 1933 as 
in 1932 they will be able to make a 
profit, because they are better or- 
ganized. He pointed to the profits 
from parts and accessories, which 
showed a favorable comparison with 
thosc from new car sales of 4 to 1. 


OSHKOSH MOTOR TRUCK 
SEES 1933 IMPROVEMENT 


Oshkosh, Wis., Jan. 9.—Oshkosh 
Motor Truck, Inc., had a satisfactory 
year in 1932 and has prospects for 
improved business in 1933, it was 
stated for the company by W. G. 
Maxcy. The concern has secured 
contracts from various governmental 
units, such as states, counties: and 
cities, and has about forty men on 
the company pay roll now. 

The Wisconsin Axle Company is 
looking for an increase in business 
for 1933, according to Walter H. 
Rockwell. Business of the firm was 
“fairly good” during 1932. 








JERSEY CITY GARAGE 
OWNERS LOSE PLEA 
Jersey City, N. J., Jan. 9.—Mayor 
Frank Hague has definitely turned 
down the request of garage owners 
for an ordinance prohibiting over- 
night parking and in effect turned 
the streets over to car owners for 
indiscriminate parking. Frank 
Koch, president of the Jersey City 
Garage Owners Association, with 
five other members of the associa- 
tion came before the city commis- 
sion at a private hearing to plead 
for relief from the condition which, 
they said, was driving them out of 
business. 








Lexington Avenue and 42d 


Lexington Avenue and 42d Street. 


and Second Floors, 


Madison Avenue and 45th Street, 


ee 
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New Jersey Dealers Look 


High Tobacco Price May Aid 


Louisville Dealers in 1933 


(Continued from Page 4) 


1932, or at least possible declines, 
the costs of a show this year would 
have to come out of reserve.” 

One of the most important de- 
velopments of the year was the re- 
cent announcement and formal 
opening on December 31 of the 
Ford Motor Company of a direct 
factory branch in Louisville, to con- 
duct retail sales and service. 

This action didn’t bring much pro- 
test from the trade in Louisville 
due to a feeling that a well man- 
aged factory branch would provide 
a better type of competition that an 
individual, and also it would be a 
proving ground to work out half- 
baked theories on that heretofore 
were given to the poor old dealer to 
lose on, 

One of the really bright spots in | 
Louisville territory has been in con- 
nection with the much better price 
paid for burley tobacco in the two 
weeks of sales in December. It was 
estimated that more than $10,000,000 
in cash was paid the Kentucky farm- 
ers during December. Sales hardly 
get started before January and run 
to March. 

On some markets averages were 
16 cents a pound or better. Last 
year’s state average was but $8,67 
per 100 pounds. Before the mar- 
ket opened leaf men and bankers, 
merchants, rural auto dealers, dis- 
tributors, etc., claimed that a price 
of 10 to 11 cents for 1932 leaf would 


HOFFMAN PRAISES 
BUS, TRUCK DRIVERS 





Newark, N. J., Jan. 9.—Safety edu- 
eational work being carried on by 
Public Service and other bus and 
truck companies is of great help to 
his department in its campaign for 
safe driving on the roads of this 
state, Harold G. Hoffman, commis- 
sioner of motor vehicles of the state 
of New Jersey, told Essex Division 
men at a meeting in Newark Ter- 
minal, The occasion was the presen- 
tation of bonus checks for the Aug- 
ust-December period under the no- 
accident bonus plan of the company, 
and Mr. Hoffman was the principal 
speaker at the Essex meeting. 

For safe driving during the four 
months’ period from August 1 to De- 
cember 1, more than 2,000 opera- 
tors received bonuses. Bonus checks 
totaling $21,035 were distributed in 
the various divisions last month to 
2,038 men. The men assembled at 
various garages to get their checks, 
and meetings, at which the value 
of safety was emphasized, were held 
in each division. 

Commissioner Hoffman empha- 
sized the value of safety, and told 
of the work being done by his de- 
partment to reduce the number of 
accidents on the highways. He con- 
gratulated the Public Service men 
on their fine records for safe driv- 
ing, and urged them to continue 
their efforts in the interest of safety. 

This year will show a decrease 
over last year in number of accidents 
on state roads, Commissioner Hoff- 
man said. “A great contribution to 
that record is the safety work being 
carried on by Public Service and 
other companies,” he declared. 


WALDRON GETS BALTIMORE 
FRANCHISE FOR CONTINENTAL 
Baltimore, Md., Jan. 9.—Henry 
Krohn, sales manager of the Conti- 
nental Automobile Company, has 
announced the appointment of the 
Waldron Motors, Inc., of Baltimore, 
as distributors for the new Con- 
tinental lines in this area. E. W. 
Waldron, a former newspaper pub- 
lisher, is president of the local dis- 
tributorship, which will continue to 
handle the Reo, as formerly. 


TIRE DEALERS MEET 
Philadelphia, Jan. 9—The Inde- | 
pendent Tire Dealers” Association of 
Philadelphia held its annual meeting 
on the night of January 5, in the 
Hotel Pennsylvania, and discussed 
direct sales methods of tire manu- 
facturers. Jerome T. Shaw, editor ! 
of the trade magazine Tires, in a 
brief address urged the independent 
dealers to “stick to business and ap- 
peal to the consumer to buy through 


independent dealers.” ‘J. G. Given | 
presided at the session. i 





bring prosperity to the rural or 
growing section, Average this year 
will probably show considerably bet- 
ter than 12 cents so far for the 
state as a whole, 

It is admitted that farmers owe 
so much money that most of what 
they may get from tobacco this year 
will go to merchants, bankers, etc., 
but at any rate, it means money in 
the section, and at least less in- 
debtedness and better general out- 
look. 

It has been pointed out that better 
tobacco and agricultural conditions 
should be an aid to bankers and 
financing organizations in the state. 
Rural sales have been at a stand- 
still, partly due to entire lack of 
financing facilities in the country. 

The close of the year in Louisville 
found fewer dealers, especially rep- 
resenting Ford and Chevrolet, and 
the end of 1933 will find still fewer 
dealers, unless there is a very ma- 
terial improvement in volume, in 
that the dealer facilities were built 
to take care of 1929 business, which 
was 50 to 75 per cent. larger than 
it is today. 

Landlords are beginning to under- 
stand that breaking a dealer and 
getting a large, vacant store and 
Service room on hand, is not good 
business. Reductions in rentals are 
a whole lot easier than vacant prop- 
erties, or securing new tenants. 


SAN ANTONIO DEALERS 
ENTER 1933 BELIEVING 
WORST OUTDISTANCED 


(Continued From Page 23) 


other than a general improvement 
in business.” 
Renewed interest among country 


dealers, a marked improvement in 
sales, and a general improvement ir 
business, is reported by Ward Or- 
singer of Orsinger Motor Company, 
Hudson-Essex distributor. 

“While we have enjoyed tair 
business during 1932 due to -he in- 
troduction of the Essex Terraplane,’ 
Mr. Orsinger reported, “we antici- 
pate better business for 1933. Our 
salesmen are highly enthused over 
the sales possibilities, and our coun- 
try dealers have become keenly in- 
terested in the prospects for sales. 

“The new year should show a 
gradual improvement in sales and 
a marked improvement in general 
business conditions. The credit 
situation is greatly improved. Con- 
Siderable paper has been taken up 
and bad losses written off. I think 
all dealers are in much better con- 
dition to go forward with more en- 
thusiasm and strength than they 
were a year ago, and the opportuni- 
ties for doing nfere business are 
greater. With practically no re- 
possessions, with cleaner sales and 
better trading, with a group of deal- 
ers who will continue business on a 
safe and sane plan of merchandis- 
ing, I anticipate a very good year 
for 1933 for the automotive industry 
in San Antonio and vicinity.” 
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For Gain in New Car Sales 


(Continued From Page 23) 


with a decrease of 54 per cent. in 
new car sales, and a 35 per cent. loss 
in parts sales. Used car sales, Hol- 
sey reports, showed an increase of 
100 per cent. 

In Paterson, Harry M. Smith, 
Chevrolet dealer, reports that if the 
first few weeks of introduction of 


new models is any criterion, 1933 
will surpass 1932 in sales volume. 

Notable changes in automobile 
dealership include the following: 

Camden Motors Company and 
Edgar Myers, formerly of Cramer & 
Myers, have consolidated. Camden 
Motors is now the only authorized 
Ford dealership in Camden. The 
consolidation of all local sales and 
service work in the one organization 
necessitates the maintenance of a 
complete stocked parts department 
for old and new models and the vol- 
ume of business being handled is 
keeping both the sales and service 
department busy. 

Brogan Cadillac-La Salle Company 
of Paterson added the Oldsmobile 
line. 

Reuben R. Bennett, for many years 
a Ford dealer in Bayonne, heads the 
newly organized Boulevard Corpo- 
ration which has opened a Ford 
dealership in Jersey City. 

Massoline Motors Corporation, for 
many years Oakland and Pontiac 
dealership in Jersey City, has been 


appointed Studebaker and Rockne 
dealership. 

Jack White, manager of Stall- 
worth Motors, Newark, Ford dealer- 
ship, reports that since inauguration 
of twenty-four-hour service he has 
had innumerable expressions from 
Ford passenger and commercial car 
owners and a noticeable increase in 
service business. 

Louis B. Migliorni, president of 
Rutgers Chevrolet Company of New 
Brunswick, looks for a big 1933 in 
new car sales. This concern since 
the inauguration of the new model 
has been unable to keep up on de- 
liveries. Sales in the first week 
averaged three a day. So far they 
exceed 1932 sales. 

De Angelis Brothers, Buick dealer 
of New Brunswick, report excellent 
sales of new Buicks. 


SUPERIOR SCREW LEAVING 
CLEVELAND FOR DETROIT 


Cleveland, O., Jan. 9.—Negotia- 
tions are in progress for removal of 
the business of the Superior Screw 
and Bolt Manufacturing Company 
from Cleveland to Detroit, where 
operations will be merged with the 
Federal Screw Company. Morton T. 
Jones, founder of the Superior com- 
pany in 1920, has resigned as presi- 
dent and general manager. He will 
head a group of local men, who plan 
to purchase the Superior plant here 
and continue its operation. 








WHY go out of the automobile business? 


Add Austin to your present line and let it pay your overhead in 1933. 


(One 


Austin dealer, on a $5,515 investment, made a profit of $21,055 in 1932—see 
statement at Austin Headquarters.) 


Austin is lowest priced car 


List from $275 up—low down payments—monthly payment in 


Austin 


Austin 


Austin 


Austin 


reach of present average $20 a week incomes. 


Any one can 


afford to buy it. Lightest in weight, so lowest in operation. 


is easiest for dealer to handle 


Low taxes, small investment, small amount of floor space 
required, fast selling—8 Austins shipped in car load or drive 
away from warehouses in 15 principal cities. 


is easiest car to sell 


Because average wage earner can afford to buy and operate it. 
Because of commercial units have no competition in price, 
advertising value or operating costs. 


is easiest for customer to buy 


Average wage earner, $20 per week, can afford to buy. Because 
it is the lightest car, Austin is cheapest to operate—anyone can 


afford to operate. 


STILL OUT IN FRONT! 


Other makers have approached Austin in price, but none have 
approached Austin in operating cost, because Austin is the 


lightest. 


Contact Austin Headquarters at Hotel Montclair, New York, 
or American Austin Company at Butler, Pa. 


Austin is not too small.... other cars are just too big 
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NASH EXHIBITS NEW 
EIGHT SEDAN AT $845, 
ENLARGED “BIG SIX” 


(Continued from Page 1) 


engines, they are similar, so far as 
the chassis is concerned, 
design follows closely that of other 
Nash models introduced last year. 
The Ambassador twin ignition eight, 
with 125-horsepower engine, and 


wheelbases of 133 and 142 inches, is| 
continued, with only minor modifi- | 
cations, as are also the twin ignition | 
Advanced eight, with 100-horsepower | 


and the} 





engine and 128-inch wheelbase, and | 


the Special straight eight, with 85- 
horsepower engine and 121-inch 
wheelbase. 

It is understood that the new mod- 
els are the work of Meade Moore, 


chief engineer of the Racine division | 


of Nash, so far as chassis design is | 
The chassis follows the | 


concerned. 
Same general design as the former 
six, now displaced, but has a wheel- 
base two inches longer and has been 





silchrome. <A full-pressure lubrica- 
tion system is provided and an 
Auto-Lite ignition system employed. 


There is a triangular belt drive for 
the fan and generator, and the 
water pump is driven off the end 
of the generator shaft. The intake 
system is down-draft type and in- 
cludes a Stromberg carburetor and 
a combined air filter and intake si- 
lencer, Two straight-through muf- 
flers of two-inch size are placed in 
series to damp out resonance and 
minimize noise. A four-point pneu- 
matic-rubber mounting for the 
power plant is employed. 

Drive from the engine is through 


a ten-inch Borg & ‘Beck clutch, 


employing a spring-hub single plate | 


with two molded facings. Helical 
constant-mesh gears with synchro- 
mesh engaging means are employed 
in the gearset, and the drive is 


| through a free-wheeling unit and a 


pair of Nash universal joints to a 
conventional spiral-bevel gear rear 
axle. This axle has 4.44 to 1 re- 
duction and affords 7%-inch min- 
imum road clearance. Brakes are 


| Midland Steeldraulic type and have 


molded linings bearing on 1ll-inch 


== 


NEW NASH BIG 


for the rear axle is 4.7 to 1. Even 
the engine is similar in general de- 
sign to the standard eight, except 
for the changes incident to the 
smaller number of cylinders. Its 
dimensions are 34x43, and its dis- 
placement is 217.76 cubic inches. It 
is credited with developing seventy- 
five horsepower at 3,200 r. p. m. Its 
bore is 4g inch larger than that of 
the lighter six of last year. With 





NASH’S NEW STANDARD EIGHT 3x4%s-inch power-plant, which is credited with developing 80 horse- 
power at 3,200 r. p. m. 


materially strengthened to adapt it 
to the more powerful engines and 
to the new bodies, which are refined 
designs in up-to-date style. 

The Standard eight engine has 
a 3-inch bore and 4%,-inch stroke, 
giv.ng a piston displacement of 247.4 
inches. It has 5.1 to 1 compression 
ratio, and is said to develop 80 horse- 
power at 
ute, the peak of the horsepower- 
speed curve. Pistons are of 
Bohnalite aluminum alloy 
two oil and two compression rings. 
Connecting rods are of steel and 
have steel-backed babbitt-lined 
bearings, the same type as are used 
for main bearings, of which there 
are nine. 

The camshaft is driven by chain. 
Inlet valves are of 


steel and exhaust valves are No. 1 


|cast iron drums with steel flange. 


j 
| 


3,200 revolutions per min- |} 


Nelson | 
, and have | 


chrome-nickel | 


The rear track is 60 inches. 

An X-type double-drop frame is 
employed. It is very similar in de- 
Sign to that of other Nash frames. 
A Ross cam-and-lever steering gear 
is fitted. The front axle is a Nash 
product of the reverse Elliott type. 
Its kingpirs are given a seven degree 
crosswise tilt, and the castor angle is 
two and one-half degrees. All 
springs are semi-elliptic, and the 
rear springs take both drive and 
torque. 
ed U-type. The front ends ef rear 
springs are rubber insulated. 

Aside from the engine, the “Big 


Six” chassis is practically identical | 


with the standard eight, except that 
a free-wheeling unit is not stand- 
ard equipment, though available at 
an extra charge, and the gear ratio 


Shackles are of the shread- | 


| Both 


| Eight 
| Senger sedan, a five-passenger town 





this exception and the addition of 
some weight where required by the 
extra power output, it is understood 
to be much the same as the light six. 
chassis have double-acting, 
thermostatically adjusted shock ab- 
sorbers. 

Body Standard 
five-pas- 


for the 
include a 


models 
chassis 


sedan, two coupes, one with and one 
without rumble seat, and a conver- 


tible roadster. For the “Big Six” 
chassis the same body models are 


}included except for the convertible 


roadster, which is omitted in the six 
line. Bodies are similar in general 
design to others in the Nash line, 
but involve a new instrument board, 
with some change in appearance and 
the location of some controls. 


i 








SIX sedan on 116-inch whe 


A few detail improvements have 
been made in the engines and chassis 
of the eight-cylinder models that are 
continued from 1932, but these are 
of a minor nature. Skirted fenders 
are not used, but bodies have mod- 
ern and attractive lines. 


INDIANA TRUCK OUTPUT 
STARTED IN CLEVELAND 


(Continued from Page 1) 


partments of the three companies 
under the recent White-Studebaker 
merger. 
tinue to be built at South Bend, 
Ind., and Rockne commercial cars 
at Detroit. 


U. S. QUOTA TO FRANCE ON 
CAR BODY STEEL EXHAUSTED 


Washington, Jan. 9.—In reviewing 
the present import quota restrictions | 
of France, a statement from the De- | 
partment of Commerce indicates 
that excess shipments from the 
United States of steel sheets for 
automobile bodies have already ex- | 
hausted the quota for the first | 
quarter of 1933. 


— 








Studebaker trucks will con- | 





elbase chassis 





° — 


FRANKLIN LOWERS 
NEW AIRMAN PRICES 


(Continued from Page 1) 

The base price of th Airman, 
| built on a wheelbase of 132 inches, 
is $1,935 for the sedan. Other Air- 
man prices are: Club sedan, $1,985; 
seven-passenger sedan, $2,135, and 
the Oxford sedan at $1,995. These 
| prices range more than $400 under 
prices of the 1932 Airman. 

These lower prices follow the re- 
}cent announcement that the Frank- 
lin Twelve had been reduced a 
|thousand dollars to a new lo of 
| $2.885 for the five-passenger sedan, 
|; with a wheel base of 144 inches. 
| All three Franklin lines feature 
the Franklin supercharger and the 





| air-cooled, airplane engine. 


FORD DEALERS RALLY 
Fort Dodge, Ia., Jan. 9—The Ford 
Motor Company was host to deal- 
ers and salesmen at a dinner in 
the Wahkonsa Hotel, followed ny a 
sales and service session. 








ATTRACTIVE instrument board and quick-acting windshield latch as 
applied to the new Nash Standard Eight and Big Six models 





' 
| NASH dual resinator-type muffler, which is carried in rubber- 


insulated brackets 
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HE new Chevrolet—as different from the 
first Chevrolet as the Fisher Building is 
from Fort Dearborn. 

Built for a new age—when the continent is 
crossed in 18 hours instead of 18 weeks. 

Now advertised in America’s newest mass 
weekly—as far ahead in editorial format as 
airplanes are ahead of oxcarts, skyscrapers 
are ahead of log forts and Fisher no-draft ven- 
tilation, syncro-mesh transmission, 75 H. P. 
Chevrolets are ahead of the Little Fours of 
yesteryear. 

Liberty is built close to the road! Its handy 
page size fits the pockets of busy moderns 
who don’t stay one place long enough to get 
their nickel’s worth. (Or your $10,000 worth!) 

No wasted wheelbase! Liberty’s stories and 
articles are concise, brief—with “reading 
time’’ measured in advance—as pat as the 
fifteen minute radio program to victorious 
America—or the fifteen hundred page novel 
to Victorian England. 

Styled for today! Rich illustration by 
leading artists. Color 
everywhere—even 
down to single col- 





Most Sensational Check Of Editorial 


tising pictures—as appropriate to our tastes 
as wood cuts were to our grandfathers’ or 
rock scratches to our ancestors’. 

Power! In Liberty the greatest authors 
dare to write the truths about which a previous 
age would only have permitted whispers. 
President-elect Roosevelt fights the dole and 
sales tax. Colonel House spotlights the seeds 
of revolution. Exile Trotsky defends Soviet 
Russia. Liberty’s editors recognize that people 
have grown up from an age of playing bridge 
for ecstasy to a time of building bridges for 
existence. 

If only the people will respond to your 
automotive inventions as they have to our 
editorial contentions! Ninety-nine per cent of 
our output is repurchased fifty-two times a 
year—without any year-or-two-in-advance 
contracts. At full list price—in spite of con- 
tract reductions or valuable premium gifts 
elsewhere. Liberty’s circulation consists of 
more than a hundred million sales transactions 
a year. 

Maybe there’s 
something catching 
in this up-to-date at- 
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IN LIBERTY .. ror 1933 


Liberty Lets You Change 


mosphere! 
Up-to-date Chey- 
rolet thinks so! 


umn advertisements. 
“Bleed” printing of 
editorial and adver- 


Readership Ever Made Proves That Ads 
In Liberty Reach A Quarter Million 
MORE Real, Seen Circulation Than 
In Any Other Weekly Published. 


Your Copy In Canada 


North of the border—different models, different prices, 
different appeals. 


American overflow advertising may be worse than 
wasted. 


The trend of the famous Gallup and White counts of what 
the “‘readers’’ of the leading weeklies really read—cov- 
ering 33 issues, 8,000 personalinterviews—has now been 


Now Liberty's replating service enables you to run 
entirely different copy in Liberty’s Canadian circulation, 
at a negligible extra charge. 

This not only eliminates Canadian waste, avoids 
Canadian confusion, but makes possible the constructive 
use of the biggest Canadian weekly circulation—for little 
more than the cost of your new plate. 


substantiated by a similar survey conducted by Dr. In this competitive year Liberty has moved 
Starch, covering 35,000 personal interviews. Dr. Starch 
found Liberty not only better read than the other weck- 
lies—but better read than the ‘‘monthlies” and ‘‘wo- 
men’s” magazines as well. Now proved beyond all 
shadow of doubt is the fact that your advertisement im 
Liberty will probably be seen by more persons than in 
any other magazine published. Such a dramatic situa- 
tion demands attention. The fact that your advertise 

ment in Liberty actually costs from 24% to 26% less 
than in other weeklies suggests action. 


up from 13th to 8th place in advertising 
revenue among all magazines. 





Less than a few months old, this replating service has 
already been taken by seventeen Jeading American ad « 
Vertisers including four automotive advertisers. 


For details, address, Liberty, 420 Lexington Avenue, 
| New York City. 


AMERICA’S BEST READ WEEKLY 
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NEW 


FROM BUMPER TO BUMPER 


With Patented Floating Power at World’s Lowest Prices 
li. 


> 


THE NEW ERA CAR 


WILLYS 77 PRICES 


‘395. 
‘ATS 







Willys 99 Six prices 


$595 to $695 


With Willys-Knight Sleeve- 
valve engine, $100 additional 


All prices f. 0. b, Toledo, Ohio 


HEADQUARTERS 





4 oy 





. 


77 Custom Sedan, $475 


Many new dealers say Willys 77 and Willys franchise offer 
greatest opportunity for volume sales and profits in 1933... 


At the Auto Show a 
new sensation has 
swept into the spot- 
light. Once more John 
N. Willys has broken 


tradition! He offers the 


Streamlined headlamps 
blend harmoniously 
with the fender curves. 


world’s lowest priced car with Patented 
Floating Power!.. Lowest first cost—low- 
est monthly payments—lowest operating 
cost—lowest upkeep. 

John N. Willys prices the new Willys 
77 trom $395 to $475! At these sensation- 


ally low prices, the public can now buy 


DURING AUTO 


SHOW WEEK ° 


even greater beauty, finer quality, more 
brilliant performance. Utilizing every con- 
tribution of modern automotive science, 
Willys engineers have eliminated 500 
pounds of excess car weight. This makes 
the Willys 77 far more agile... easier to 
handle, more econom- 
ical on gas and tires. 
.» The car travels be- 


tween 25 and 30 miles 





on a gallon of gas. Four 


The full streamlining 
removes ledges and air 
pockets... increasing 
speed 5 miles an hour. 


passengers can ride for 


less than a cent a mile 


HOTEL 


for gas and oil. There’s a big selling point. 

The new Willys 77 is America’s first 
car of full streamline design-——every line 
a graceful, sweeping curve. 

See the new Willys cars at Grand Cen- 
tral Palace, Space A-15. Special displays 
Hotel Commodore lobby—-304-8 Madison 
Ave., just south of 42nd St.—Willys Cars 
Inc., 58th St. and 8th Ave, For franchise de- 
tails write Willys-Overland, Inc., Toledo. 


WILLYS 77 


COMMODORE 





